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Forced Aid for the Aged? 


Medical care for the 65 and over group has 
become a headline topic in this election year 


Slow Fire Recovery 


“Fire Index" figures show carriers are climbing 
back to favorable underwriting operations 








Canada: Fire, Casualty, Life 


Provinces and Dominion both regulate carriers; 
life premiums provide significant financial flow 


ee Proposals on Assigned Risks 


New York hearing brings out company suggestion 
that assigned risks all be surcharged 10 per cent 


INSURANCE MARKETING AND MANAGEMENT 





... With [NA—America’s No. 1 independent aviation underwriter 


There will be many new business and private plane policies to write, in this fast-moving 
aviation age. You stand a better chance to get business when you have strong INA backing. 
You share the prestige of INA’s impressive leadership, of course. But that isn’t all. You can 
offer INA’s unsurpassed facilities for underwriting and settling claims from 102 offices, with 
aviation specialists at your side ... plus thorough safety inspection service, when needed. 


INA’s tail wind is a windfall of extra value—for the agent with a future. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America Indemnity Insurance Company of North America Life Insurance Company of North America . Philadelphia 





A Personal Message 


TO YOU! 


“Tf you are an experienced life insurance man 
and feel that you are now ready for General 
Agent Opportunity, I want to extend you a 
personal invitation to talk it over with me! 


Throughout our over 40 years of continued 
dynamic growth and progress, National Reserve 
Life has always been an AGENCY-MINDED 
COMPANY. This important fact means that 
all of our Home Office operations stem from 
complete knowledge of Field requirements— 
and in addition, our executives are in the Field 
regularly and maintain close and helpful 
cooperation with all General Agents. 


National Reserve Life offers you Top 
Commissions, plus numerous Other Benefits; 
Tested Merchandise with proven sales appeal; 
Fully Paid Conventions (for both man and 
wife); Highly Desirable Territories and the 
opportunity to go forward with a dynamically 
growing Company. 


Write me today and I assure you that 
your inquiry will be held in strict 
confidence and given full 
consideration!” 


“National Reserve Life enjoys the highest ratings possible for any company 
to secure, regardless of size or age—and progress is ‘our middle name.’” 


President 


H. O. CHAPMAN 


President 


S. H. WITMER 


Chairman of the Board 


COMPANY 


Topeka + Sioux Falls 
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“Tam monarch of all | survey” 





The Key to Real Home Ownership is a compelling sales approach to the 
man who sometimes forgets that his home is his castle only as long as he keeps those mortgage checks 
rolling into the bank. Field tested for effectiveness 
by 12 new agents, this presentation helped produce 
37 immediate sales from 86 prospects in less than 
30 days. Total volume exceeded $450,000, with 
an annualized premium of $8,875. Here, then, is 
another example of a company’s determination to 
develop maximum earning power within new agents 
in the shortest possible period of time. Proof of 
performance is revealed in the brilliant careers of 


Union Central men and women across the country. 


The UNION CENTRAL LIFE Insurance Company « Cincinnati 


Security for the American Family since 1867 
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Your Client 


relies on you for protection and 
counsel. To avoid the hazards of 
over or under insurance, make cer- 
tain your client’s “coverage” is 
based upon a factual, provable ap- 
praisal by an experienced, reliable 
appraisal organization. 


THE LLOYD-THOMAS co. 


Recoznized Appraisal Authorities 


HOME OFFICE: 
4411 Ravenswood Avenue 
Chicago 40, Ill. 


REPRESENTATIVES COAST TO COAST: 


Buffalo 
Cincinnati 
Cleveland 
Columbus 
Dallas 

Des Moines 


Detroit Milwaukee 
Grand Rapids Minneapolis 
Houston New Orleans 
Indianapolis New York 
Kansas City Pittsburgh 
Louisville St. Louis 
Los Angeles 





at United facific 


is our most 
important 


ae 


UNITED PACIFIC 


SUBSIDIARY COMPANIES 
UNITED PACIFIC LIFE 
CASCADE 





MeliGns... 


The Editor Answers 


Improvements Uncovered 


Editor: 

I think I have found one of your 
changes which you speak of on 
page 86 of the last issue — the 
pages come out readily — and I’m 
afraid I don’t find it much of an 
improvement. 

I expect this sounds like a 
“clutchy” librarian and I expect 
that you will hear from everyone 
—every librarian, I should say— 
who gets the magazine. However 
I recall several years ago Sales 
Management started perforating 
their pages and there was terrific 
outcry on that. They then went to 
a system such as yours. I am not 
quite sure what they are doing 
now, but I know that I can’t pull 
their pages out as readily as I can 
yours. I’ve been trying. 

William J. Mortimer 
Hartford, Conn. 


Editor: 

As I told you a long time ago, I 
like the easy tear-out pages. For 
those of us who maintain clipping 
files, it’s a great help. 

The only other change that I 
could find was a possible improve- 
ment in type face but I’m not sure 
of this. 

Robert W. Daum, Jr. 
New York, New York 


The Editor Answers: 

On page 86 of our April issue, 
we asked readers if they could spot 
“What’s New with Us?” The ma- 
jor change—staple-less binding— 
was noticed. Our pages are now 
pasted to the cover instead of being 
wired together. 

We do hope, in reply to Mr. Mor- 
timer, that not too many pages 


came out of his copy. We can, free 
of course, replace impaired issues, 
if necessary. 

Type face, answering Mr. Daum, 
has not heen changed. But a slight 
shift in coloring and weight of our 
paper in the April issue may have 
caused the type to look different. 


Investments Clarified 
Editor: 

In looking over the April issue 
of THE SPECTATOR, it seems to me 
that something must have slipped 
in my article. Maybe you made a 
change, but I don’t think the ar- 
ticle hangs together as well as 
originally presented. Anyhow, I 
thought I had better mention it to 
you since slips like this do happen 
in the publishing business. 

Ervin L. Hall 
Davis and Hall, 
Investment Management 


The Editor Answers: 
Author Hall often 
gently, but this time he is right. 
An entire page of his manuscript 
jumped out of order. So in his 
April offering on page 54 and fol- 
lowing, the four paragraphs start- 
ing with “one of the technical 
guides” in column three on page 56 
should be moved bodily to a spot in 
the third column on page 54 just 
before the paragraph beginning 
“Dow said the market has three 
movements.’’ Mr. Hall always 
seems to us to make very lucid 
sense on the problem of selecting 
among investment plans, and we’re 
sorry we had to be the cause of 
this impairment of his clarity. 
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tells a selected 
et audience of 
the vital est: ae millions (on the pag - 
estate building el aaetile [on the: pages of TIME and NEWSWEEK) 


“Tpday probably E51 of the money men leave 


‘their families comes from life insurance! 


There is a difference / 


Four reasons why 
you should consider 
Northwestern 


Mutual 


© MANY PEOPLE, from well-knowe a 
business leaders to young men yust g 
starting out, find Northwestern Mutual a 
has an outstanding combination of 7 
qualities to fit 
1. High a 
Latest available fi 4 a 
of return from Northwesterm Mutual's 
investments to be above the average of % 
the 14 other largest life insurance 8 
companies. q 
2. Lew operating expense 1S another 
advantage for policy owners. Modern a 
ment enables fewer 3 
utual employees to 
give prompt, personal attention to more | 
policy owners The portion of premium { 
income needed for operating expenses | 
js about half of the average for the 14 
other largest companies. | 
3. Strict sharing of earnings and savings 
with all policy owners. Dedicated to 
the “mutual” principle, Northwestem 
Mutual has 4 reputation as “the policy 
owners’ company.” Dividends in- 
creased eight times in eight consecutive 
years. 
* NORTHWESTERN mUTUAL pouicy owner Mr. Nugent has 4 total of 15 policies with this company. The first was purchased in 1923. 4. Excellent agents aid in planning The 
percentage of Northwestern Mutual 
of special interest th ' oP for | percetiling over 2 million dollars of is 
‘ 1 ’ us providing a really sizable nest ¢gs- today spending 8 A of income for iving insurance @ year is ten times greater 
to young men “However, | never forget— and I don't ; the like. This leaves of all life insurance 
by CHARLES A NUGENT think anyone else should—that the 20°, for estate | have heard 
Financial Vice President original reason most men get life insur- some authorities esti 





Stukely-Van Camp. Im ance is to protect growing families. | as 85% of all the mo 
“W' wear much about the worth of found the cost of this protection ex- their families comes from | 
life insurance as an investment tremely low when | compared the actual “Here, then, 1s 4 most © 
1 have seen in My own expert cash value with the total premiums paid why a young family man shou Northwestern 


the cash values build up over the years. “it is estimated that Americans are life insurance one of his first purchases.” Company, Milwaukee, Wisconsin. 


The NORTE {WESTERN MUTUAL | FE Assurance Company 
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STEADFAST 


Stuart’s portrait of our first 
president so well brings out 
Washington’s steadfast charac- 
ter. For 161 years the Provi- 
dence Washington has been 
steadfast in its loyalty to its 
agents and in its belief in the 


agency system. 


1799 


You do well 
when you sell 


PROVIDENCE 

WASHINGTON 
THE COMPANY WITH 

QUALITY * INTEGRITY + FRIENDLINESS 


20 Washington Place 
Providence 1, R. |. 








| the regular transportation 

















THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


250th Anniversary 


55 FIFTH AVE., NEW YORK 
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Isotopes in Transit: Some 
Protection, More Needed 


COVERAGES AND FORMS reports that there are over 
5,000 users of isotopes now with more on the way 


Q. Who writes these forms? 
A. Inland marine underwriters. 


Q. How are they written? 

A. Usually as endorsements to 
poli- 
cies. 


Coverage 
Q. What do these forms pro- 


| vide? 


A. The shipper’s form covers 
property of the assured while in 


custody of a common carrier 


| against direct loss resulting from 
| contamination due to the presence 
| of radioactive isotopes. 


At least 
one company will write this insur- 
ance to cover goods while in cus- 
tody of contract carriers. An- 
other insures owners’ merchandise 
on owners’ trucks. 
The carrier’s 


form insures 


against loss of or damage to cargo 


in the custody of the assured, op- 
erating under a uniform bill-of- 


| lading, due to radioactive contam- 
| ination to the extent of the truck- 
| er’s legal liability. 


Exclusions 


Q. What are the exclusions? 
A. These forms are restricted 


| contracts and, of course, are not 
| designed to insure transportation 
| exposures insurable through the 
| syndicates. 


One of the most important limi- 
tations refers to the amount of 


| radioactivity of the materials car- 
| ried, measured in millicuries, usu- 


ally 500. A curie is defined as the 
radioactive material 


required to produce 37 billion 
atom disintegrations per second. 
A millicurie is this figure divided 
by 1,000 or 37 million disintegra- 
tions per second. 

Isotope risks are divided into 
six classifications as to hazards, 
beginning with the first which 
has no known exposure and end- 
ing with group 6, the storing or 
processing of radioisotopes other 
than metallic cobalt 60, radium, 
thorium and unenriched uranium, 
with radiations exceeding 500 mil- 
licuries. These hazards are in- 
sured only through the syndicates 
because of the great exposure to 
loss. 

Another condition that will void 
the coverage under either form is 
the knowledge that the presence 
of radioactive material at certain 
terminals is forbidden. 

Other exclusions refer to nu- 
clear reaction or radiation as ra- 
dioactive contamination resulting 
from the transportation of source 
material, special nuclear material, 
by-product substances contained 
in spent fuel or waste discharged 
or dispensed from any nuclear re- 
actor, or from any apparatus used 
to separate isotopes of uranium or 
plutonium, processing spent or 
waste fuel or fabricating and al- 
loying nuclear material. 

The endorsement defines spent 
fuel, waste and source materials 
cited in the exclusions. Transpor- 
tation of these substances is in- 
sured through the syndicates. The 
stock companies’ pool is known as 
NEPIA, which provides $55,000,- 

Continaed on page 8 
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5 ().-Better than Good! 








Biggest single year’s production in company’s history .. . 


$457,142,258 ... increase of 57.30% 
over 1958, previous high year. 


Insurance in force reached $2,565,687,421 — 
15.6% increase over 1958 previous high year. 





Million Dollar Round Table—75 career 
agents qualified — largest group in com- 
pany’s history placing National Life among 
the top companies in number qualified. 





President’s Club — 44% of full time career 
agents qualified for National’s top production 
club — largest group in company’s history. 





Average size policy moved to a new high — 
$21,954 — with average premium per policy 
of $671.61. 





by $47,492,584 — largest 
annual increase to a total of $791,194,100 

maintaining National’s position — 24th in 
size among over 1400 companies in the 
United States. 


Assets increased 





Net interest earnings, after substantially 
heavier Federal income tax, increased to 
3.69% — highest net earnings in 20 years. 





Investments for the year largest in company’s 
history — $131,000,000. 


8 


CLU designation held by National Life agents 
increased to nearly 20% of full time staff of 
career agents. 





g 


Library of Audio Visual sales films in full 
color increased to six with addition of three 
new films: ‘“‘Man of Property’’, (Program- 
ming) ‘‘Prescription for Security’’, (Medical 
Market) and one on Pension Plans. 
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New series of policy forms, rates and values 
issued, including: 
Insured Insurability Rider made available 
on an original date change basis on con- 
tracts issued since January 1, 1948. 
One Year Term Dividend Option available 
at issue on all permanent plans of insurance 
when amount is in excess of $5,000 and 
rating is not more than 200°%. 





ll 


New training material published including 
Guide to Career Underwriting (basic training 
manual) and Career Development Procedure 
for training new men in basic programming. 
Master Training and Supervision Guide pub- 
lished (used for maintaining agent’s progress 
record throughout his career). 
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Five-Day Home Office Pension Seminars 


instituted. 


Two-Week Home Office Training School 
Program intensified. 





Low 


Net Cost 


Based on $100,000 Ordinary Life policy (male) the premiums, net payments 


GROSS 
PREMIUM 


Age 35 
Age 45 
Age 55 


$23.24 
$33.34 
$50.59 


and net co 
NET 
Total 
of 10 
$191.39 
$276.39 





$419.29 


st per $1,000 are: 
PAYMENTS* 


Total 
of 20 


TOTAL NET COST (Surr.)* 
10th yr. 20th yr. 
$340.72 
$494.93 
$750.40 


$ 13.39 
$ 42.39 
$120.29 


—$ 29.28 
$ 31.93 
$192.40 





*Dividends are based on 1960 scale and are neither guaranteed nor estimates for the future. 


National Lilie of VERMONT 


Nitec G 
NSUPANCE omf any 


M lontpeleer 


FOUNDED IN 1850 - A MUTUAL COMPANY + OWNED BY ITS POLICYHOLDERS 
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your clients look to you 
for a complete line... 


... backed by modern merchandising methods! 


And the Security-Connecticut Group can bring present lines 
up-to-date in all these ways: 


e@ Rates to sell today’s market at today’s prices — 
including special features such as monthly payments 
and deviated policies. 


Merchandisable insurance coverage — modern in 
scope and priced to meet direct-writer competition. 


A single source for all personal and business insurance 
services. 


That’s Security . . . that’s for you: the modern multiple- 
line company pledged to the American Agency System! 
Multiple line stock company handling all forms of personal and business 


insurance including: 
Life * Accident + Fire « Casualty * Group * Automobile « Marine * Bonds 


THE SECURITY-CONNECTICUT INSURANCE GROUP 
SECURITY INSURANCE COMPANY OF NEW HAVEN 
THE CONNECTICUT INDEMNITY COMPANY 
‘ - SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 
eng THE FIRE & CASUALTY INSURANCE COMPANY OF CONNECTICUT 
‘ontatal FOUNDERS’ INSURANCE COMPANY 


HOME OFFICES: NEW HAVEN 5, CONNECTICUT 











Coverages and Forms 


Continued from page 6 


000 of the $65,000,000 insurance 
capacity provided by private in- 
surers. Through MAERP, the mu- 
tual companies supply the remain- 
ing $10,000,000. Since transporta- 
tion of the excluded material 
poses the possibility of a catas- 
trophic loss, the pool resources 
are required to provide insurance. 


Q. What are the rates? 

A. Rates are quoted upon filing 
of a special application, each com- 
pany setting up its own charge 
for endorsements. 


Need For Coverage 

During the year 1958, over 14,- 
000 shipments of isotopes were 
made from Oak Ridge National 
Laboratory with an aggregate 
value in excess of $2,400,000. Lit- 
tle attention has been given to 
the need for insurance coverage 
on these isotopes in transit or to 
contamination damage to other 
cargo that might result from fail- 
ure to contain the radiation ema- 
nating from these unstable ele- 
ments. There is also need for in- 
surance against damage to the 
truck itself and perhaps the ga- 
rage that houses the conveyance 
exposed to radiation. There seems 
to be no coverage against these 
exposures at present. 


What is an Isotope? 


An atom, the smallest unit of 
an element, is made up of a nu- 
cleus with one or more protons 
which carry a positive charge, 
and one or more neutrons that 
have no charge. Whirling around 
these nuclei are negative elec- 
trons that travel at tremendous 
speeds in the same manner that 
the planets spin around the sun, 
the electron and the nuclei being 
held together by electro-static at- 
traction. 

The number of protons in the 
atoms of each element is the same 
as the number of electrons when 

Continued on page 10 
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“Unforeseen events...need not change and shape the course of man’s affairs” 


Paid off...in peanuts 


But it won’t be “peanuts” if you have to pay for your home and furnishings 
damaged by fire or windstorm. Replacement costs of your possessions have 
increased. The value of dwellings alone has gone up and up and up over 
the last few years. Has your insurance protection kept pace with rising costs? 
Better be sure than sorry. Find out the actual value of your home, furnishings and 
personal possessions at today’s prices. Then bring your protection up to date. 
Your local independent agent, or broker, will help you. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity oh a 
- 
and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. wood saueanis 


Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of insurance to value. 
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Salesmen? 


With people who’ve suffered a loss, nothing 
sells better than fast, fair settlements. Keep 


your customers sold — sold on the services 
8 
: \| / J J REPRESENTATIVE 
our claims and loss ad- '@'Zmq Sm, 
WW 


wn 


you can give them through 


justers, members of our "=z 


mobile production team. 


AGENCY SYSTEMS 
REPRESENTATIVE 


Two more specialists who make 
Royal-Globe 


“TOPS IN EVERY SERVICE” 


INSURANCE GROUP New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD 
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Coverages and Forms 
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the atom is in an uncharged or 
“balanced” condition and _ this 
number is known as the atomic 
number. Atoms are also classi- 
fied as to “weight,” a _ relative 
term; oxygen is taken as 16, sil- 
ver at 107.88, natural uranium at 
238.07, etc. For example, 16 grams 
of oxygen, or 107.88 grams of sil- 
ver or 238.07 grams of uranium 
will all have the same number of 
atoms. 

The atoms of any one element 
are not all alike. Some are heav- 
ier than others. These differ- 
ances in weight are due to the 
number of neutrons in the nuclei. 
Elements that have the same 
atomic number but different 
weights are called isotopes and 
most of the elements have two or 
more such isotopes. Less than 60 
of these isotopes occur in Nature 
but scientists have created many 
more. Over 1,000 of these isotopes 
are radioactive, that is unstable. 
In the attempt to again become 
stable they release energy in the 
form of radiation, that is, they 
emit rays. 

Of these, alpha rays can be 
stopped by a piece of paper or 
human skin. Beta rays can be con- 
tained by plastics, wood or thin 
(approximately a quarter inch of) 
metal. Gamma rays are actually 
waves similar to X-rays that ema- 
nate from radium. These gamma 
rays require heavy shielding, 
thick linings of lead or great 
thickness of concrete. There are 
other substances or combinations 
of materials used to contain radia- 
tions to protect life and property 
from contact with these rays. 

The fact that many of these iso- 
topes continue to be radioactive 
for a long period of time (some 
radiation periods are measured 
in millions of years) makes them, 
therefore, eternally dangerous. 

The radioactive emissions from 
isotopes do not cause fires or ex- 
plosions but do contaminate prop- 
erty. In some instances, decon- 

Continued on page 12 
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“I’d love to share my office problems with you. What are 
you interested in? Payroll audit, renewal and rate 
increases, claim service?” 


Even an understanding wife can’t solve 
this poor fellow’s problems. He needs 
the agency-minded, agency-experienced 
assistance of Bituminous. Bituminous 
payroll audits are handled promptly. 
Bituminous renewals are easier because 
of fast claim service and because Bitum- 
inous’ safety engineering programs re- 
duce losses and produce savings for the 
insured. Flexible and open-minded under- 
writing appraises each risk on its own 
merits to put you in a strong competi- 
tive position for new business as well 
as renewals. From payroll audits to 


-)/' Bituminous 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY . 


claim service, share your comp and lia- 
bility problems with Bituminous. 








BRANCH OFFICES AND 
SUPERVISORY GEN'L AGENTS: 


Atlanta, Ga.; Belleville, Jl!.; Birmingham, Ala.; 
Charlotte, N. C.; Chicago, Ill.; Coral Gables, Fla.; 
Dallas, Tex.; Detroit, Mich.; Indianapolis, Ind.; 
Kansas City, Mo.; Louisville, Ky.; Milwaukee, Wis.; 
Minneapolis, Minn.; Nashville, Tenn.; New Orleans, 
La.; Omaha, Neb.; Philadelphia, Pa.; Pittsburgh, Pa.; 
Richmond, Va.; Rock Island, Ill., and St. Louis, Mo. 








Specialists in Workmen's Compensation 





ROCK ISLAND, ILLINOIS 


AIU has taken the question out of 


whether or not YOU can handle your clients’ 
overseas exposures—through 


Prompt underwriting and rating decisions 


American companies and policy conditions geared 
to assureds’ local requirements 


On the spot adjustment of claims 
Offices and affiliates throughout the world 
40 years’ overseas insurance experience 


For more answers, contact the AIU office nearest 
you. Ask for Dept. L. 


% 


'; AMERICAN 


é INTERNATIONAL 
UNDERWRITERS 


Boston ¢ Chicago ¢ Dallas « Denver ¢ Houston 
Los Angeles « Miami e¢ NewOrleans ¢ New York 
Portland * San Francisco « Seattle « Tulsa « Washington 
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tamination cannot be accom- 
plished and the radioactive mate- 
rials must be disposed of in con- 
tainers buried in water or under- 
ground. 

There are over 5,000 users of 
isotopes. Practically every indus- 
try finds application for them. 
Schools and colleges are constant- 
ly experimenting with various 
forms of isotopes. These units 
must be in transit at various 
times. 


An Invisible Danger 

The alpha, beta and gamma rays 
are invisible as are the atoms from 
which they are emitted, although 
one scientist succeeded in photo- 
graphing these atoms in color us- 
ing the tip of a platinum needle 
and magnifying the object elec- 
tronically 750,000 times. 

In spite of their unbelievably 
small size these atoms can cause 
great destruction as well as create 
tremendous power through the 
transfer of heat which results 
when they disintegrate. One esti- 
mate indicates that the energy de- 
veloped through the destruction of 
the atom is a million times the 
power that could be generated by 
an equal amount of coal. 

Most everybody is familiar with 
sodium chloride (common salt). 
This compound is often used as a 
measure of the size of the atom. 
One cubic inch of this salt con- 
tains approximately 72 followed by 
21 zeros, atoms. 

We are living in an atomic age 
and insurance forms and coverages 
are being developed to cope with 
the exposures thus created. The 
hazards of isotope transportation 
create definite possibilities of loss; 
contamination of* other cargo, of 
the truck carrying it and even the 
garage or terminal in which the 
vehicle is kept. Even loss of use 
is a possibility that must be ex- 
plored. All these exposures will 
certainly require insurance cover- 


age. @ 
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Write The Travelers branch office 
nearest you for details. 
Or see our fieldman. 


THE TRAVELERS 


Insurance Companies 


First Company in America to Write Accident Insurance 
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Irving Aa ronson 
Sidney Albert 
Martin Aronowitz 
Edward Ashy 
Donald Audette 
Harry ©. Babb 
Benjamin Baker 
Joseph Baldinger 
Harry Beck 

Joe Bell 

Joseph Bergeron 
Samuel Berkman 
George Bigga” 
Edward Blanchfield 
Joseph Blatnick 
Albert Blumberg 
Arthur Boyer 
Gregory Bradley 
Louis Brody 

Ray Bruce 

Louis Bruno 

Joseph Burke 
Salvatore Cannizzaro 
Anthony Cannatella 
Joseph Cannon 
Henry Capps 
Antonwo Capuano 
John Catanzaro 
Joseph Cesta 
Charles Chapoy 
James O. Clark, Jr: 
David Cohen 
George Cohen 
Bernard Cohencwous 
Almon Collins 
Irving Corr 

Robert Cournoyer 
Charles Creagh, Jr. 
Joseph Cretella 
William Crocker 


() 


— O £2 
METROPOLITAN MILLION AIRES CLUB QU ALIFYING 


Arnold Northrop, PRESIDENT 


Arthur Damhorst 
Morris Dashoff 
James DeCesare 
Harold Dexter 
Irving Diamond 
Leo Dodson 
Sheldon Drucker 
Roger DuFresne 
Patrick Durkin 
Herbert Elias 
Robert Em mens 
Jerome Falbo 
Nunzio Fazz00 
Roscoe Feld 

Jz DP. Felder 
Arnold Ferber 
Alphonse Ferrara 
Joseph Filorimo 
Andrew Fina 
Donald Flamm 
James Flaxman 
Hector Fontana 
Roy Forman 
George Fortver 
Burton Fox 
Benjamin Frau wirth 
Albert Freeman 
Charles French 
Paul Fridkis 

Yates Ga mble 
Harold Garfield 
Lazar Gare 
George Gavaletz 
Rinaldo Giordano 
David Glover 
David Goldberg 
Jacob Goodman 
Paul Grassel 
Warren Greenwald 


George Landa, VICE-PRESIDENT 


? 


Robert Grovich 
David Ha rb 
Donald Hare 
Arnold Harris 
H. Merritt Harrison 
Murrell Hastings 
Wallace Heller 
George Hepp 

Jesse Hicks 

John Hinton 
Gerald Hirsch 
Harold Hutton 
Jack Isaacson 
Allen Jacobs 
Dorman Johnson 
Thomas G. Jones 
Joseph Kahn 
William Kelly 
Chris Kirschman 
Stanley Landau 
J. Harvey Landry 
Aaron Lapes 
Alfred Latimer 
Lionel Lavallee 
Antonio Lawrence 
Kenneth Leisher 
Ray Lindbergh 
Clyde Lisenby 
Johnson Livingston 
James Lucas 
Joseph Luglio 
Gordon Lundeen 
John MacDougall 
Barney Macrt 
Thomas Magarro 
Francis Marlowe 
Henry F. B. Martin 
Joe Maxwe 

Lester Mayer 
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Aaron Goldstein, SECRETARY 


Patrick McAuliffe 
Charles McCarthy 
George McKnight 
Frank Megna 
Dean Mesna rd 
Frank Messter 
Maurie Migatz 
Daniel Miller 
Joseph Moles 
Richard Morris 
Patrick Mucct 
Bernard Norman 
V. Chas. Ohanesian 
James D. Oliver 
Thomas O'Reilly 
William Page 
Carl Pascale 
Anthony Patane 
David Perlman 
Frank Phillips 
Charles Plax 
Bill E. Polite 
Bob Polite 

C. Dick Popper 
Quentin Pyle 
Montague Raisman 
Auburn Reissberg 
Angelo Ricca 
Calvin Richards 
Leroy Robb 
James Robinson 
Emil Rochet 
Albert Rodeckt 
Harold Rosen 
Howard Roth 
Paul Rouslin 
Arnold Sabot 
Fred Sallee 
Henry Sandler 


Metropolitan Life 
INSURANCE COMPANY® 
Re stn COMPANY 
nue, New York 10, New York 


Edward Hy ndman, TREASURER 


Wesley Sayer 
Albert Schank 
Allen Schnur 
George & hultheiss 
Michael Scollin 
Robert Seay 
Stanley Selzer 
Joseph Simon 
James Slaby 
Abraham Smith 
Roger Smith 

Paul Sperling 
Frank Sprouse 
Edward Staib 
George Stanton 
Louis Steinfeld 
Timothy Sullivan 
Martin Suranowttz 
Gerald Sweeney 
Lester Taube 
Ralph Tedesco 
Robert Thompson 
Melvin Tolstor 
Nicholas Trovano 
John Turner 
Stanley Uplinger 
Frank Varisco 
Jerome Varon 
Clyde Vickery 
Robert Waddington 
Morrte Wagman 
Hyman Weinstein 
Noel Welsh 
Maynard Wheeler 
Robert Williams 
Harold Wilson 
Arthur Youngster 
Anthony Zastko 
Allen Zola 
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Its called the Tel-a-Glance Jr. Keep it See, dear,we can tell at a +++ $0 increase my insurance 
with your policies. The pink slips indica glance just what we have a 3 tothe proper amount, Jonn,and 
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This is the NEW Tel-a-Glance, Jr. It has been completely revised Would you like to see a sample of this modern personal and 
and enlarged to cover package policies and small commercial risks. | commercial survey? Just send us the coupon below and we'll rush 
A new, easy-to-use survey slip is included for use with the Home- a Tel-a-Glance, Jr. by return mail! You'll see how easy it is to 
owners Policy. This Glens Falls exclusive is available to agents of | prepare this good will and new business builder for presentation 
the “Old and Tried” without charge! to clients. Mail the coupon today! 


PO ke otanh a wed inerrmrese toy eames en | 


oka end Tried” Creentend 1908 YES! | would like to see a sample of the NEW Tel-a-Glance, Jr. sur- 
| vey form. Without obligation, please send me a copy by return mail. 


gs ead. eee ant 


| ed ens Seeks ae SRS ee SP, 
INSURANCE COMPANY 
Glens Falls, N.Y. 


| MAIL COUPON TO: 
| Advertising Department, GLENS FALLS INSURANCE CO., Glens Falls, N. Y. 


The National Life Assurance Company of Canada: a member of the GLENS FALLS Insurance Group 
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The *70,000,000 Opportunity Fi.03.009 
Opp 


It’s all over the country... a big opportunity for the independent agent. 

If you’re an Employers’ Group Agent... the Man with the Plan... 
you have an advantage that’s as big as the opportunity. You’re backed by 
a nation-wide group of experienced engineers, field men and underwriters, 
who work with you as a team. They make it easy for you to capitalize on 
profitable Steam Boiler and Machinery insurance. They work for you on 
analysis, plant surveys, inspections and losses. They know the answers to 
questions a client asks about the equipment to be covered and the im- 
portant protection for both Direct and Indirect Damage. 

Now, with new plants springing up all over the country, the opportunity 
is bigger than ever. And it doesn’t matter about the size of the plant. All 
manufacturing plants, big and small, old and new, need Steam Boiler and 
Machinery Insurance. 

Write, and we’ll help you get your share. 


srturty 


v 


THE SHOW IS / \ 

ON THE ROAD i 

During 1960 informative meetings 
will be held with our producers 
throughout the country, meetings 
which will better equip them 

to take full advantage of this 
opportunity. A feature of 

these meetings will be a 

film strip in color. 


110 MILK STREET 
BOSTON 7, MASSACHUSETTS 


The Employers’ Liability Assurance Corp., Ltd. e The Employers’ Fire Insurance Co. ¢ American Employers’ Insurance Co. e The Halifax Insurance Co.of Mass. 
The Employers’ Life Insurance Company of America 
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A Basic Base 


The American Life Convention, 
the Life Insurance Association of 
America, and the National Asso- 
ciation of Life Underwriters have 
expressed opposition to proposals 
before Congress to increase the 
Social Security tax wage base from 
$4,800 to $6,000. 

The House Ways and Means 
Committee is considering the wage 
base increase proposal to finance 
increases in the minimum payment 
benefits and in widows’ pensions, 
and a liberalization in basic eligi- 
bility requirements on quarters re- 
quired for coverage. The three life 
associations declared that any lib- 
eralization of the present OASI 
program should be financed by an 
increase in the Social Security tax 
rate rather than through a raise in 
the wage base. 

“The tax base,” the association 
said, “should not exceed average 
earnings. The average earnings of 
fulll time workers should represent 
the dividing line between the func- 
tion of the Social Security system 
in furnishing basic protection and 
the responsibility of individuals to 
furnish their own security through 
the media of savings institutions.” 


More People 

The United States and Canada 
each recorded large population 
gains during 1959—2,900,000 for 
the United States and 400,000 for 
Canada—report the statisticians of 
Metropolitan Life. 

The increase brought the total 
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population of the 50 States, includ- 
ing members of the armed forces 
overseas, to 179,250,000 at the end 
of the year. The nation has added 
more than 27.5 million people, an 
average increase of 1.7 per cent 
annually, since the 1950 census. 

Canada has been experiencing a 
much higher rate of growth—an 
average of 2.7 per cent annually— 
and has added almost 3.7 million 
since the 1951 census to raise the 
total population of that country to 
17,682,000. 


TODAY 


IN INSURANCE 


Agency Financing 

York’s Governor Rocke- 
feller has signed the premium 
financing bill which the State 
Legislature passed recently. The 
law, which licenses and regulates 
the business of financing fire and 
casualty premiums, becomes effec- 
tive on July 1, 1960. 

The new law authorizes the New 
York State Banking Department to 
license companies to engage in the 
business of financing those insur- 
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WASHINGTON TRENDS 


By PAUL WOOTON 


EVELOPMENTS in the field 
of health insurance for per- 
sons over sixty-five years of age 
bid fair to be much in the news 
for the next year. There will be 
health insurance planks in the 
platforms of the two political 
parties. Insurance for the aged 
will be one of the more impor- 
tant domestic issues in the forth- 
coming campaign. No final action 
in the matter is likely to be taken 
by Congress at this session. 

The Ways and Means Commit- 
tee by a vote of 15 to 10 refused 
to report out the Forand bill. 
That measure would provide hos- 
pitalization and surgery bene- 
fits for the aged, financed by in- 
creasing social security taxes. 
The ultra liberals in both the 
House and the Senate are work- 
ing hard for the Forand bill. 
Many legislators are undecided 
as to their position. Insurance 
interests admit that they are 
worried. 

The administration is smart- 
ing under attacks by Democrats 
because of its opposition to the 
Forand bill and has brought out 
a plan of its own. It is volun- 
tary in character. It would be 
supported financially by the fed- 
eral and by state governments 
out of general revenues. The in- 
sured, however, would pay a 
portion of the premium. The in- 
surance would be carried by the 
private companies and the Blue 
Cross. 

The insurance industry does 
not want an entering wedge of 
government participation. That 
would be a step toward federal- 
izing all health insurance as has 
happened already in Canada. 

There is a feeling that a 
crash plan for low-cost medical 
coverage must be initiated at the 
earliest possible time to fore- 
stall a federal program of some 


18 


Member, Chilton Editorial Board 


sort. The goal of the plan would 
be to sell such a policy to ten 
or twelve million of those over 
sixty-five and head off possible 
objectionable legislation in 1961. 

Already 42 per cent of those 
over sixty-five have some form 
of voluntary coverage. If the 
percentage could be increased to 
75, it would take away most of 
the demand for government- 
backed insurance. 


Business Sidelights 


That magical goal of a 500- 
billion gross national product 
was reached during the first 
quarter of 1960. Despite that 
fact, some pessimistic comment 
about the state of business is 
being heard. Part of that comes 
from political sources with axes 
to grind. Part of it comes from 
those who have not learned that 
the stock market is a poor busi- 
ness barometer. 

The truth is that business vol- 
ume is rising in an orderly way. 
Physical volume of output is up 
10 per cent from last Spring. It 
is 5 per cent above the 1957 
peak. 

Growth in idle funds has made 
an imprint on interest rates. 
Money has become relatively 
easy. 





Continued from page 17 
ance premiums. 

Some agents and brokers in the 
past have financed premiums on 
their own to accommodate their in- 
sureds. Previously there was no 
legislation that permitted agents 
and brokers to make adequate 
charges for this service. 

Under the new law agents and 
brokers can obtain the benefit of 
authorized charges, which include 
a $10 minimum charge or $7 per 
$100 loan per year. If the amount 
financed at any one time does not 
exceed $15,000, agents can get the 
benefit of these charges by merely 
paying the Banking Department a 
$20 annual license fee. 


IA Certificates 


The Insurance Institute of Amer- 
ica issued final certificates to 145 
persons recently. 

The new graduates are from 54 
cities throughout the United States. 
Overall passing ratio for the A, B 
and C examinations in January, 
1960, was 74.0 per cent when 1377 
examinations were taken by 1238 
persons. 

Since the first series of examina- 
tions was given in 1953 under the 
revised educational program, 1703 
persons have been awarded the 
IIA’s final certificate. 


24,000 Examinations 


Life Office Management Asso- 
ciation examinations set records in 
number of new students and total 
number of examinations given. 

During the week of May 2, some 
14,219 students from 484 com- 
panies and organizations took part 
in 24,845 LOMA examinations. 
Last year, 13,417 students signed 
up for 24,014 examinations. 
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Quote of the Month 


“The result of the trend toward 
term and group policies is that the 
public, generally speaking, no long- 
er accepts the statement that there 
is no alternative to life insurance 
as good investment property. We 
have lost a segment of our market 
by the apparent shift in our sales 
approach. Could it be that there 
are some in our own house who 
don’t believe it any more? The 
selling of life insurance with the 
main emphasis on protection has 
resulted in a vacuum in long-range 
savings. Dollars that should go 
into life insurance savings are be- 
ing diverted into other investment 
media and material luxuries. It is 
time for the life insurance business 

agents and companies .. . to 
once again explain and dramatize 
the unique advantages of life in- 
surance as good investment prop- 
erty.” By William S. Hendley, Jr., 
president of the National Associa- 
tion of Life Underwriters, at 
NALU Mid-Year Meeting. 


Beware: Friends 

Who are more dangerous, profes- 
sional criminals or respected em- 
ployees ? 

Answer: Respected employees, 
since they steal more from their 
employers in a year than all the 
nation’s professional crooks. 

Arthur J. Hand, fidelity and 
surety superintendent for USF&G 
in New York, recently told a group 
of fieldmen that about $500 million 
is stolen annually by employees— 
about $5,000 missing every minute. 

At another meeting, Peter A. 
Zimmermann, assistant secretary 
of the Surety Association, told a 
group of internal auditors that em- 
ployee dishonesty is more to be 
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CAPITOL HEADLINES 


by Ralph Crosby 


The federal government is going to take a long look at its new 
health benefit plans before offering them to civil servants. The 
Civil Service Commission has retained a firm of consulting actu- 
aries to study the two plans government workers will be offered. 
Law authorizing the health insurance program requires the two 
plans to “reasonably and equitably reflect the cost of the benefits 
provided” and to be “consistent with the lowest schedule of basic 
rates generally charged for new group health benefit plans issued 
to large employers.” Milliman and Robertson, Inc., Seattle, will 
conduct the study. 


Tentative approval has been given to legislation to bring doc- 
tors under mandatory coverage of the U. S. social security pro- 
gram. The decision, subject to possible reversal later, was made 
by the House Ways and Means Committee as it began work to 
draft a bill to revise the social security program. Although the 
vote was not announced, members report that the committee’s 
action was far from unanimous and the voting crossed party lines. 


U. S. Public Health Service reported to Congress that the lead- 
ing causes of death for 1954-1956 in the United States were the 
same in ten other countries. The causes: 1. Diseases of the heart; 
2. Malignant neoplasms; 3. Vascular lesions affecting central 
nervous systems, and 4. Accidents, all forms. The other coun- 
tries: Australia, Canada, Denmark, Finland, France, Germany 
(Federal Republic), the Netherlands, Norway, Scotland, and 
Switzerland. 


An insurance industry spokesman told congressman that appli- 
cation of the indemnity provision of the Atomic Energy Act is 
driving private insurance firms out of the nuclear liability field. 
The protest by Charles J. Haugh, chairman of the American 
Insurance Association’s atomic energy committee, said the indus- 
try, at the request of Congress, had created insurance coverage 
of up to $60 million for each nuclear installation. But he said 
that under regulations of the Atomic Energy Commission, 20 out 
of 27 atomic facilities now are required to carry only from 


$1 million to $3.5 million coverage. 


The plan to allow the self-employed to qualify for a tax cut by 
setting up their own pension plans has the backing of Congress 
and the Administration. Under the plan, self-employed insurance 
men would not have to pay taxes on amounts placed in a retire- 
ment fund, or on earnings of the fund itself, until the money is 
withdrawn. The limit would be 10 per cent of income, with an over- 
all maximum of $2,500. 
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dreaded than fire. “Fire usually 
makes its presence known imme- 
diately and can often be subdued 
before much damage is done. Dis- 
honesty, however, frequently is dis- 
covered only after a substantial 
loss has already developed.”’ 


Claris Adams, 1891-1960 

Claris Adams lost his fight with 
cancer on May 2. He was 69 years 
old. 

An expert on life insurance tax- 
ation questions, Mr. Adams had 
served for six years as executive 
vice president and general counsel 
for the American Life Convention. 
ALC represents 250 of the leading 
life insurance companies. 

He began his career as an at- 
torney in Indianapolis, Ind. From 
1926 to 1929 he was general coun- 
sel for ALC. Then he became vice 
president of American Life in De- 
troit. In 1936 he was elected pres- 
ident of Ohio State Life, a post he 
held for 18 years. 

Commenting on ALC’s 50th an- 
niversary in 1955, Mr. Adams 
summed up his faith in life insur- 
ance: 

“Life insurance exists to serve 
the American people. It has flour- 
ished because it has served them 
well. Public confidence, the founda- 
tion of its success, rests upon a 
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general belief in the soundness, the 
strength, the efficiency and the 
essential integrity of the institu- 
tion. However, good reputation, the 
greatest asset of any enterprise, 
must be a true reflection of char- 
acter in order to be long main- 
tained. Every business must just- 
ify itself to each succeeding gener- 
ation. It must advance with prog- 
ress, adapt itself to change, but 
hold fast to the tested and the true. 
We have full faith that in life in- 
surance the stalk will not wither 
nor the leaf grow sere, but that the 
institution will continue to bring 
forth good fruit in season.” 


25 Million a Day 


The records for every person in- 
sured by the British Government’s 
graduated pension scheme will soon 
be checked daily. 

The Ministry of Pensions has 
ordered an Emidec 2400, a large- 
scale eleectronic computer, which 
will be able to make this daily 
check on about 25 million people in 
about four hours. 

Thirty million forms a year will 
have to be processed when the na- 
tional pension plan is running full 
blast. The needed information will 
be fed into the computer’s memory, 
the main part of which will be 22 
large tape-recorders. 

A new type of printing machine, 
which can print 3,000 lines a min- 
ute, will put the results of the ma- 
chine’s calculations down on paper. 


And in the Future 


May 1!-4—Annual meeting, Chamber of 
Commerce of U.S., Washington, D. C. 
May 5-6—Western meeting, Society of 
Actuaries, Roosevelt Hotel, New Orleans. 
May 5-6—North Central Round Table, 
LAA, Milwaukee. 

Mey 9-10—Southern Round Table, LAA, 
Chattanooga. 


May 9-10—Spring meeting, Association of 
Life Insurance Counsel, Greenbrier, 
White Sulphur Springs. 

May 9-!!—Annual meeting, American 
Life Underwriters, Sheraton-Plaza Hotel, 
Boston. 

May 9-li—Annual meeting, Insurance 
Company Education Directors Society, 
Seaview Country Club, Absecon, N. J. 

May 9-l!—Annual meeting, American 
Mutual Insurance Alliance, Edgewater 
Beach Hotel, Chicago. 

May 12-13—Regional meeting, American 
Life Convention, Columbia Club, In- 
dianapolis. 

May 13-l14—New England Management 
Conference, New England General 
Agents and Managers Association, New 
Ocean House, Swampscott, Mass. 

May 15-!8—National convention, National 
Federation of Financial Analysis So- 
cieties, Waldorf-Astoria, New York. 

May 16-18—Annual meeting, HIAA, Statler 
Hilton Hotel, Dallas. 

May 16-18—Annual meeting, Insurance Ac- 
counting and Statistical Association, 
Hotel Sherman, Chicago. 

May 1!6-2i—Annual meeting, National Fire 
Protection Association, Queen Elizabeth 
Hotel, Montreal. 

May 19-24—1960 Million Dollar 
Table, Honolulu. 

May 23-25—Spring meeting, Casualty Ac- 
tuarial Society, Skytop Lodge, Skytop, 


Round 
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May 25-27—Annual meeting, Life Insurers 
Conference, Roosevelt Hotel, New Or- 
leans. 

May 25-27—Workshop meeting, National 
Association of Independent Insurers, Jack 
Tar Hotel, San Francisco. 

May 28—l0th Sales Congress, auspices 


Illinois Life Underwriters 
Orlando Hotel, Decatur, Ill. 

May 30-June I—ALC Medical Section, 
Greenbrier, White Sulphur Springs. 

May 30-June 3—Annual meeting, National 
Association of Insurance Commissioners, 
Fairmont Hotel, San Francisco. 

June 13-15—South Central District CPCU 
Institute, University of Kansas, Lawrence, 
Kan. 

June 13-16—20th Anniversary meeting, Na- 
tional Association of Insurance Women, 
Denver Hilton Hotel, Denver, Colo. 

June 15-22—International Congress of Ac- 
tuaries, Brussels, Belgium. 

June 19-22—Annual meeting, Insurance Ad- 
vertising Conference, Key Biscayne Ho- 
tel, Miami. 

July 17-20—Consumer Credit Insurance As- 
sociation, Greenbrier, White Sulphur 
Springs. 

July 28-31—Fourth Inter-American Insur- 
ance Conference, Caracas, Venezuela. 


Association, 
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put 
LIABILITY 


to work When you put Liability on your “payroll” you'll enjoy watching 
the extra premium dollars roll in. There are countless thousands 
for you of prospects who do not have the Liability protection they need. 
For example, consider the number of individuals and business 





firms in your community who need one or more of the Liability coverages listed above. 


The knowledge and experience of our specialists equip them to handle all types of Liability 
coverages promptly and efficiently. They can be most helpful in designing coverages to meet 
unusual requirements. 

Have our Fieldman show you how CU/NB Group’s comprehensive service and expanded 
capacity can turn LIABILITY into profits for you. Ask him also to order sales aids from our 


Advertising Department. 


COMMERCIAL UNION ASSURANCE COMPANY LTD. ONE PARK AVENUE, NEW YORK 16, N.Y. 


NORTH BRITISH & MERCANTILE INSURANCE COMPANY LTD, 150 WILLIAM STREET, NEW YORK 38, N, Y. 


AMERICAN CENTRAL INSURANCE COMPANY 
THE CALIFORNIA INSURANCE COMPANY LOMUERL NORTH 
CENTRAL SURETY AND INSURANCE CORPORATION 
LM- LUSH 


COLUMBIA CASUALTY COMPANY 


COMMERCIAL UNION INSURANCE COMPANY OF NEW YORK 

THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK J ] Gi 
THE MERCANTILE INSURANCE COMPANY OF AMERICA - 

THE OCEAN ACCIDENT AND GUARANTEE CORPORATION, LTD. GRUP 


THE OCEAN MARINE INSURANCE COMPANY LTD. 
THE PALATINE INSURANCE COMPANY LTD. F 
THE PENNSYLVANIA INSURANCE COMPANY A MULTIPLE 
UNION ASSURANCE SOCIETY LTD, LINE GROUP 


ATLANTA ¢ PHILADELPHIA ¢ DETROIT ¢ CHICAGO ¢ KANSAS CITY e SAN FRANCISCO 
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LOS ANGELES AGENCY 


RECEIVES 
PRESIDENT’S 
TROPHY 


Robert L. Woods, C.L.U., General Agent, and his Los 
Angeles Agency associates have received the Massa- 
chusetts Mutual President’s Trophy awarded for the 
best over-all performance by any of our 107 agencies 
in 1959. They won the same distinction for 1955, 1956 
and 1958. 





ORDINARY SALES $47,575,729 
GROUP SALES $41,750,103 











Los Angeles established a new all-time high in both 
ordinary and group sales by any Massachusetts Mutual 
agency in a single year. 


CLARENCE A. GRIMMETT, Jr. 
Rochester Chicago 


HERBERT GEIST, C.LU. 


Production by men in their first and second contract 
years was $12,338,839 or 25.9% of the agency’s total. 
On December 31, 1959 twenty-six first and second year 


men were under contract. 


Thirteen representatives placed $1,000,000 or more life 
insurance in the Massachusetts Mutual. 


In the year-long competition for the President's Trophy, 
Honorable Mention was received by the Rochester, 


Chicago-Geist, Atlanta and Syracuse agencies. 


Our hearty congratulations and sincere thanks to these 
five pace-setting agencies and to all members of our 
great field force for making 1959 the best year in our 


long history. 


JOHN R. HUMPHRIES FORBES S. TUTTLE, C.L.U. 
Atlanta Syracuse 


MASSACHUSETTS MUTUAL Life Insurance Company 


SPRINGFIELD. MASSACHUSETTS © ORGANIZED 1851 
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Here it is...the Personal Security Chart... American 
Surety’s newest survey aid—right in a regular issue of 
MAILROAD TO PROFITS! 

With this important sales tool, you'll be able to show 
each prospect, graphically, his areas of possible loss. And 
you'll save a lot of time spotting the gaps in a client’s 
program. This chart makes deficiencies crystal clear in 
minutes! 


The concise descriptions of personal coverages point up 


AMERICAN SURETY 


cOomPANY FIRE * FIDELITY AND SURETY BONDS 
CASUALTY * INLAND MARINE 
100 Broadway, New York 5, N. Y. 
A MEMBER OF THE TRANSAMERICA INSURANCE GROUP 
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the strength of the insurance package you offer—further- 
more the chart itself actually helps 

sell Homeowners policies for you! So />— 

why wait...send for your free 

copy of MAILROAD TO PROFITS 

with the Personal Security 

Chart today! 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me a copy of Marroap to Prorits featuring the 
Personal Lines and new Survey aid. 


Name 





Agency 





Street 





City Zone State. 
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This helps you uncover the prospects 


This helps you close the sale 


PLAN OF ATTACK 


1. Review Aetna’s sales training manual for Ac- 
cident & Health solicitations. 


2. Spotlight the gaps in your client’s Accident, 
Health and Hospitalization coverage with the 
Simplify & Save checklist. It’s an excellent con- 
versation starter. 


You ndependent 
Insurance /AGENT 








ch a 


hese bila ?. 


3. Close the sale with the help of Aetna’s new 
A & H sales aid. It spells out exactly what the 
insured will get for his premium dollar and has 
space for you to write in both suggested cover- 
age and cost. 


4. START TODAY — the big accident season is 


here now! 


Proven Symbols of 


Professional Service 


INSURANCE COMPANY e HARTFORD 15, CONNECTICUT 
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WHAT MAKES THIS trim motor scooter a sure-fire 
seller? A combination of things. Desirable features. 
Economy. And an eager market. 

So it is with life insurance. Provident Mutual, along 
with other leading life insurance companies, studied 
the possibilities of guaranteeing young people the 
opportunity to add to their life insurance protection 
as their needs and income grow, regardless of insur- 
ability. Result: The Guaranteed Purchase Option— 
it guarantees the client the right to buy added 
Provident Mutual life insurance on specified future 
dates at standard rates—as much as $10,000 more 
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at each option date, depending on the face amount 
of the basic policy, without further evidence of 
insurability. 

Like the perky scooter, this type of insurance is 
ideally suited to young men “‘on the grow.” That’s 
why it sells so well. When a product sells well, the 
man who sells it does well. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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from the 


standpoint of > ee a | An agent’s or broker’s 
Via personal resourcefulness, 
SUPPORT 

drive, and selling skill 
will take him a long way 
up the income ladder. 
But the climb is 
easier, and usually 
higher, when home 
office support is 


continuous and effective. 


Ours is both. 


Life, Accident & Sickness, 


Pension Plans, Annuities 


ae 


BERKSHIRE LIFE INSURANCE COMPANY PITTSFIELD, MASSACHUSETTS A MUTUAL COMPANY FOUNDED IN 1851 
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He got out of bed at 1:15 a.m. to answer a call for help 
from somebody he’d never met. He spent two chilling hours 
getting his people into a motel, waking a country doctor to 


check them over, arranging for repairs to their car. 
He will feel the effects of this 


t when he rises to meet his obligations tomorrow. But to- 


He’s home now, bone-tire 
nigh 
night, he made a piece of paper turn into help, shelter and 
protection from financial loss for that family out on the road. 

Many of his neighbors know him as their “‘car insurance 
man,” and they note that he makes a good living at it. The 
basis of his success is that he’s part of a unique marketing pa 


He is an agent, an independent business man, but an 


agent, representing a single insurance enterprise. As 
such, he is freed by his marketing partner, the company, to 
concentrate on serving a large volume of qualified customers. We 
help him identify and accept the qualified risk, the average 
driver of normal habits. We mass-produce his policy-writing, 


bookkeeping, billing and collection for him, so that he wastes 


For further information on any aspect of State Farm operations, write: Director of Public Relatic 
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no time “‘making shoes by hand.” All this gives him a built-in 
price advantage. And because we are his company, he is able 
to capitalize on one of the most powerful advertising programs 
in the industry. Our ads are his ads. 

Many people know our agent as their life 
man, too. Because providing him with companion lines for 


nd fire insurance 


better service to his clients and extra income for himself is still 
another aspect of our integrated approach to the market place. 
As their auto insurance man, he has a natural entrée. He is 
already known and expected in his neighbors’ homes. He is, 
with the ability, the train- 


the family insurance man. 


in short, the fa y insura 
i / the time to sell from a well-rounded 


insurance portfolio. 

He is a State Farm agent, exclusively rep- 
resenting State Farm Mutual, world leader 
in auto insurance, and its companion com- 
panies, State Farm Life Insurance Company 
and State Farm Fire and Casualty Company. 


STATE FARM 


INSURANCE 


“arm Insurance Companies; Home Offices, Bloomington, Ill, 





The Sales Department of Franklin 
Life is not the whole company .. . 
but the whole company is the Sales 


Department. 


An agent cannot long travel at a faster gait than the company he represents 


Lhe Friendly 
FIRANIKILIN LF company * 


CHAS, E, BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over Three Billion Six Hundred Million Dollars of Insurance in Force 
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THEY'RE GETTING THE ANSWERS— 


On How to be Better Insurance Men... 
More Valuable to Their Clients and to Themselves 


These young insurance agents from 19 states are engaged in an intensive 
six weeks’ study period, covering all branches of fire and casualty business, at 
America Fore Loyalty Group’s School for Agents at its home office in New York. 


This school is characteristic of the way America Fore Loyalty Group 
looks at this complicated business of insurance. The individual homeowner, the 
manufacturer, the merchant and everyone else who owns property need the 
services of a professional insurance agent or broker. The agent can attain 
professional status only by constant study and practice. We think the best 
foundation for such study is a rugged course in insurance fundamentals such 
as we teach in our School for Agents. 


In like manner, it is important that every America Fore Loyalty Group person 
who deals in any way with the customers of our agents should be well 
informed and well trained. That is why we also conduct schools for fieldmen, 
underwriters, claims adjusters, payroll auditors, inspectors and many others 
on whom our agents must depend to service their customers. 


The America Fore Loyalty Group man is an expert in his field. 
We invite you to take full advantage of the facilities he offers you. 


America Fore | 
/ Loyalty Group 


THE CONTINENTAL INSURANCE COMPANY e  FIDELITY-PHENIX INSURANCE COMPANY «+ FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 

NIAGARA FIRE INSURANCE COMPANY «+ THE FIDELITY AND CASUALTY COMPANY OF NEW YORK + NATIONAL-BEN FRANKLIN INSURANCE COMPANY 

COMMERCIAL INSURANCE COMPANY OF NEWARK + MILWAUKEE INSURANCE COMPANY + ROYAL GENERAL INSURANCE COMPANY OF CANADA 
THE YORKSHIRE INSURANCE COMPANY OF N. Y. « SEABOARD FIRE & MARINE INSURANCE COMPANY 
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AT YEAR END: 1959 


Continental 
American 
hic 
insurance 
in force 


exceeds 
SRREATSS RR ae: Ce Dae 


Yo billion $452,628,213 


RE eR EL Be ee i 
dollars 











$501,876,377 





@ $501,876,377 insurance in force, more than double 


the level of ten years ago 





@ New sales of life insurance increased to $97,406,667, 





almost quadrupling from 25 million dollars in 1949 
and jumping more than 24% over 1958, an increase 
of about four times the industry average 


e@ Average new sale increased to $17,177, an all-time 
high and an outstanding increase over 1958 when 





average policy size was highest in industry 


Proof of Continental American's ability to meet the needs of its clients 
through low-cost insurance programs of increasing diversity is seen 

in these outstanding records . . . records which our trained field force 
established by rendering competent, professional service in developing 
individual and business insurance programs. Continental American: 


a fine company in which to be insured, with which to be associated. 


~ semen 


Continental American Life Insurance Company 


WILMINGTON, DELAWARE 
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‘*.. known by the company...’’ 


Nothing could be more true, according to Art 
Pinkerton (above) of Pinkerton & Company, 
Insurance Counselors, Omaha, than the old adage 
... “An Agency is known by the Company it 
keeps. And we,” Mr. Pinkerton goes on to say, 
“are particularly proud of our leading company, 
Standard Accident.” 


What prompts this Pinkerton pride? If you were 
to ask Art (as we did) he’d tell you this... ‘““To 
survive and prosper today, an agency must be 
prepared to render professional insurance counsel. 
In addition, they must have Home Office per- 
sonnel with an understanding of the problems 
plus the facilities and desire to render top claim 
and engineering services. We feel it takes both 
members of the team . . . both agent and Company 
. . . to achieve success. 


“In this regard, I have always termed the 
Standard truly an ‘Agency Company’. Their fair 
attitude in underwriting, their willingness to 
discuss and help solve an agent’s problem have 
always been a distinct asset. And their prompt, 
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equitable treatment of claims has produced satis- 
fied assureds for our office. In a word, it’s true 
. .. ‘Standard Service Satisfies’.”’ 

Now, it can be said, with equal truth, that a 
Company is known by the agents who represent 
it. That’s why Standard Accident is “particularly 
proud” of Pinkerton & Company and the more 
than forty-year association we have enjoyed with 
this outstanding agency. 


pel Sy SYMBOL OF SERVICE FOR 75 YEARS 
is 


ATA 


640 TEMPLE AVENUE « 


3° STANDARD ACCIDENT 


INSURANCE COMPANY 


DETROIT 32, MICHIGAN 


CASUALTY « FIRE * MARINE ¢ FIDELITY ¢ SURETY 


31 





Now—more strongly than ever—U.S.F.&6. reaffirms its faith in the 
independent agent with unusual four-color page advertisements like 
this in the Saturday Evening Post, Time and U.S. News & World Report. 
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United States Fidelity & Guaranty Co., Baltimore 3, Md. 
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We Stole The Headline 
For This Ad 


e In fact, it’s the heading for Chapter VI, of 
the amazing new book entitled, ‘‘Success 
Through A Positive Mental Attitude,” co-authored 
by Napoleon Hill of “Think And Grow Rich” 
fame and W. Clement Stone. It’s just off the 
Prentice-Hall presses and probably already in 
your nearby bookstore. By all means, get it! 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 
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so youve 
sot a 
problem? 


that’s good! 


Why is it good? Because a victory over your 
problem means you’ve climbed another rung on 
your ladder to success. 


Every day at Combined, we’re helping people in 
the insurance business solve problems. These 
problems are principally about accident and 
health, because that’s our business — our only 
business. We’re interested in helping people to 
outstanding success in this field. 


If you’re a general agent who hasn’t found the 
right road to success in A& H, we invite your 
inquiry. The experts at Combined, world’s 
second largest exclusive accident and health 
company in the world, will be glad to help you. 
Send in the coupon, won’t you? There’s no obli- 
gation, of course. 


Combined Insurance Co. of America, Dept. 75 
5050 Broadway, Chicago 40, Illinois 


Yes, Gentlemen: I’d like to know how 
Combined can help me to success. 


Name 





Address 








City 


For Further Information Circle 41 on Card on page 77 





First-Year Encouragement 


Bankers Life of Nebraska, as part of its program of giving an extra 
measure of recognition to its sales representatives at every level of 
achievement, has created a new honor exclusively for those in their 
first contract year in the life insurance profession. It is the President’s 
Club, with an accompanying home office seminar. 


Production requirements for membership in the club take into con- 
sideration the fact that the first-year man is still “feeling his way.” 
Nevertheless, they are high enough to inspire a real sense of achieve- 
ment in those who qualify. 

This extra measure of recognition at every level is one of the many 


ways in which Bankers Life of Nebraska provides incentive to its 
field force. 


| BANKERS LIFE OF NEBRASKA 


LINCOLN 
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Union officials, Anthony Polito, Secy.-Treas. (seated), Joseph Costanza, Business Agent (left), Oscar Cocchiara, President (center) with Sebastion Chiap- 
pone, Nationwide agent (right). Union is Journeymen Barbers, Hairdressers, Cosmetologists and Proprietors’ Internatidnal Union of America Local 246, 


“Nationwide is tops with us!”’ 


Anthony Polito, Secretary-Treasurer 
of the above local, doesn’t mince 
words in praising Nationwide. Over 
450 members of this local are covered 
by a Nationwide Group Life and 
Weekly Income Benefit program. No 
worry about claims— Nationwide set- 
tles them promptly. No worry about 
service— Nationwide Group experts 
are available on a local basis. No 
worry about coverage— Nationwide 


tailors plans for your specific needs. 

Nationwide Group Plans cost less, 
offer you more. Whether you’re an 
employee representative, or an em- 
ployer...or a broker in search of a 
low-cost, up-to-date plan for a client 
—there’s a Nationwide Group cover- 
age to suit your needs. 

For details, write: Nationwide 
Group Operations, 246 North High 
Street, Columbus 16, Ohio. 


PR Jationwive 


Nationwide Life Ins. Co./ Nationwide Mutual Ins. Co./ home office: Columbus, 0. 
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Company 
conventions 
are an extra 


opportunity for 


Conventions can be a rewarding experience 
for the Hancock man who qualifies to attend. 


They provide him with the valuable oppor- 
tunity to meet other men who do the same 
work; to share experiences with them; to profit 
by exchanging ideas with them. 


... the man who sells John Hancock 


He learns new approaches to life underwriting 
from some of the company’s — and the entire 
insurance field’s — most successful men. 


These company gatherings at fine vacation re- 
sorts are good for the morale of the man who 
sells John Hancock — most important, though, 
they’re helpful and memorable experiences at 
regular intervals during his career. 


ee 


MUTUALZ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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“How I turned a $10 inquiry into 
an $826 premium...on the spot!” 


by a Cleveland insurance agent 


“One day not long ago, I received a telephone call 
from one of my clients inquiring about a Schedule 
Fidelity Bond for his office clerk. Bob Layne, Special 
Agent for The American, happened to be in my office 
at the time and suggested that we make an appointment 
right then to discuss the matter with my client. 


“During our visit, Bob surveyed and analyzed their 
entire Crime Insurance Program and made alternate 
quotations on the spot to coincide with his recommenda- 
tions. My client was very impressed with the coverage 
gaps pointed out by Bob and, as you can imagine, de- 
cided against the low-premium Schedule Fidelity Bond 
in favor of an entirely new program, covered by The 
American’s Blanket Crime Policy with a premium of 
$826. Furthermore, I was assured that more business 
would be coming my way shortly! 


“It couldn’t have happened at a more opportune 
time. The speedy (and successful) conclusion of our call 





on this risk meant that I could leave on time, with my 
family, on the vacation trip we had planned so long. 
And as for Bob Layne, I promised I’d send him a 
postcard first thing. He’s one guy I want to keep in 


"0? 


touch with! 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputa- 
tion, multiple line facilities and excellent branch 
office services ... offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest branch office. 
Let us prove to you that The American means business 
..» MORE BUSINESS FOR YOU. 


= Awerican ounance Goup 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


ACCIDENT & HEALTH -AUTOMOBILE+ BONDS+ BURGLARY FIRE & ALLIED LINES+ GENERAL LIABILITY 


GLASS + INLAND & OCEAN MARINE .- 
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MULTIPLE PERIL - 


WORKMEN'S COMPENSATION 
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With Mutual of Omaha’s new Major Medical Plan you can offer 
your clients and their families the protection they need against 
costly medical bills. 


Here is a plan that offers major cash benefits for hospital, nurse, doctor, 
medical and surgical expenses at a price the average American family 
can afford to pay. And newborn children can be added at only a slight 
increase in premium. 


Mutual of Omaha offers Major Medical Coverage with the famous 
Lifetime Renewal Safeguard. It protects the family against the policy 
being cancelled because of changes in health. Compare this plan with 
the optionally renewable and limited renewable coverage of other 
companies. Mutual is the first major company to offer this Lifetime 
Renewal Agreement. 

For full details on this wonderful new plan, complete the coupon below 


and mail today. It’s the protection that many of your clients have 
been looking for. 


[L 





HOWARD DEWEY 
Mutual of Omaha 
Omaha, Nebraska 


Please send full details today on Mutual of Omaha's wonderful 
new Major Medical Plan featuring Lifetime Renewal Safeguard. 


Name_ 


Address_ 








City 
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Inspiring—and Confusing—Figures 
TATISTICS have been my weakness. They 
tell so much and yet are so contradictory 

and confusing. The insurance business could 

not exist without them. Yet individual compa- 
nies and agents profit by assembling a variety 
of statistical conclusions from one set of facts. 

Development of semantics in statistics might 

save many discussions and differences in insur- 

ance and certainly in politics. 

A recent release by the Bureau of the Census 
stated that there were 38,585,000 families in 
the United States in March of 1959. We recalled 
that the Information Service of Metropolitan 
Life a while back reported that there were 
41,500,000 married women in the United States 
in March of 1958. One cannot but conjecture 
on the status of the almost 3,000,000 married 
ladies who are not members of families. How 
many of them may be widows and how many 
widows are members or heads of families? And, 
within the meaning of the Metropolitan, are 
widows married ladies? 

The Census report shows that the average 
size of the family increased to 3.66 persons in 
1959 from 3.54 persons in 1950. At first glance 
I felt I had never seen either a .54 or a .66 
person and then I came to know that I had. 

Many students of life and the economics 
thereof are disturbed by the flow of people from 
the farm and rural communities to the cities. 
The Census Bureau indicates one of the reasons 
for this concern, The average family of the 
United States is 3.66. City families at 3.52 are 
below that average. Rural nonfarm families 
with 3.82 persons on the average, and rural farm 
families with an average of 4.09 persons permit 
some indication of the peace and contentment 
inherent in rural communities. This aids Amer- 
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EDITORIAL 
By J fel: Coble 


ica in the world struggle for growth. 

In the Metropolitan story, it is noted that the 
birth rate of married females, to use the actu- 
arial term for ladies, was 158.8 per 1,000 in 
1956 as against 125.9 in 1940. Only those mar- 
ried women between the ages 15 and 44 were 
included. The rise was 17 per cent for those 
from 13 to 19 years of age; 36 per cent for 
those from 20 to 29; 24 per cent for ages 30-34, 
and 23 per cent for ages 35-39. For the age 
group, 40-44, there was a decline in the period 
of 3 per cent. 

Seven out of ten of the babies were born to 
mothers under 30. As further evidence of the 
value of a young mother in a family, it may be 
noted that almost one-third of about 13 million 
mothers were in the labor force in March, 1958. 
It may be further noted that with total births 
of over four million, about one-tenth had been 
in labor during the twelve months ending in 
March of 1950. 

Statistics on population and growth particu- 
larly those relating to families are important 
information to men and women in the insurance 
business—property as well as life. Every fam- 
ily is an owner of property. Every added mem- 
ber means more responsibility and additional 
property values for the head of the family. This 
requires more property and liability coverages. 
Life insurance men know that each new child 
not only requires a brand new policy but it also 
increases the money value of both the mother 
and the father. These values can best be pro- 
tected through life insurance. 

Reports and statistics on population and 
growth should be a constant stimulation to 
every life and property insurance agent on this 
continent. 4 





TRENDS IN 


INSURANCE 


HIS is “financial check-up” 
month. 

It is the time for do-it-yourself 
estate planning. Every one is in- 
vited, even the poor man who owns 
only a house, a car, a mortgage, 
and a hungry family. 

Where are your assets—those 
you have left? Would the will 
you made 20 years ago help your 
wife much if she had to use it to- 
morrow? These are questions 
every family should face—and the 
Personal Affairs Institute in Free- 


Port, N. Y., is encouraging more 
and more people each year to face 
them. 

The Institute, which conducted 
its first Personal Affairs Month 
in its own community on Long 
Island in 1956, now supplies other 
communities with materials to put 
on their own local campaigns. They 
estimate that 20 communities are 
taking part in PAM this May. 

A big boost came this year when 
“This Week,” a newspaper Sunday 
supplement, presented the Institute 


This Is 


story on May 1 in a three-page 
article entitled “Will you be richer 
a year from now?” The article 
featured both of PAM’s central 
features, its Personal Affairs Check 
List, and Personal Financial State- 
ment. 

The Check List shows the parts 
of a family’s finances which should 
be reviewed annually. For instance, 
your important papers—where are 
they? Are they in good order? 

One of your most important 
papers is your will. This can be- 





Surcharges, Credits Asked on NY 


Even ‘clean risks’ should be surcharged 10% experts tell New York hearing. 


JEW York’s automobile assigned 
risk plan needs a number 
of revisions, casualty executives 
told a State Insurance Department 
hearing on that subject late last 
month. The plan’s loss ratio has 
been about 150 per cent—$69 mil- 
lion in earned premiums and $106 
million in incurred losses and ad- 
justment expenses last year. 
William Leslie, Jr., general man- 
ager of the National Bureau of 
Casualty Underwriters, summar- 
ized the five major changes pro- 
posed for the plan. 
“(1) First is a proposed increase 
in surcharges imposed under the 
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ASSIGNED RISKS 


Plan, along with the introduction 
of a penalty point system, based on 
the number of moving traffic viola- 
tions and accidents in the record of 
the individual motorist. Under the 
present Plan, the mis-named ‘clean 
risks’ pay no surcharge at all—they 
obtain insurance at exactly the 
same rates they would pay if they 


were able to obtain it directly from 
the companies. 

“In the face of the record of 
claims attributable to them, this 
situation is hardly justified. To en- 
compass a loss ratio of 1.94—a 
dollar ninety four in claims for 
each dollar of premium—which is 
seen to be the record of the risks in 
the Plan without prior record of 
accidents or convictions — would 
require a surcharge of more than 
200 per cent. We urge that when 
one of these insureds creates a 
record of surcharge commensurate 
with his involvement be applied 
immediately. 
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Financial Check Up’ Month 


come “out of date.” A new child, 
a new home, a new business can 
throw an old will way out of bal- 
ance. 

How are your business plans and 
agreements, asks another part of 
the PAM check list. Has your 
business outgrown the financial 
base on which it started? Do you 
need better plans to keep the opera- 
tion on a strong base? 

What about your personal finan- 
cial base? Have you kept your 
savings and your investments up 


to date? Is your life insurance in 
order and adequate? 

The Personal Affairs Check List 
makes other suggestions, such as a 
thorough physical check up for the 
“breadwinner,” and a review of 
home, automobile, disability, and 
hospitalization insurance. 

The Personal Financial State- 
ment divides assets into “fixed 
dollars” and “equities” and sub- 
tracts liabilities to show “net 
worth.” Columns are provided for 
listing these figures for two years. 


Filling out both the Check List 
and the Financial Statement can 
be easy or complicated, depending 
upon the family’s financial situa- 
tion. That’s where the Personal 
Affairs Institute suggests calling 
on local specialists to correct any 
deficiencies. 

As one writer describes it, “Each 
community has specialists to see 
that you get the best advice pos- 
sible: The insurance broker, who’s 
trained to be a counselor, to tell 

Continued on page 82 





Assigned Risks 


“Further we feel that the insur- 
ance underwriters’ record of pre- 
dicting who are the accident prone 
has created a substantially objec- 
tive standard for determining an 
assigned risk. We feel it reasonable 
to suggest that these assigned risks 
should, therefore, pay a minimum 
surcharge of 10 per cent. 

“Additionally, in those rare but 
occasionally complained of cases 
where risks are placed in the As- 
signed Risk Plan without their 
knowledge, this charge will serve 
to bring about greater effort on the 
part of the insureds to obtain in- 
surance in the voluntary market 
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and thereby avoid the 10 per cent 
additional charge. 

“Risks with records of violations 
and accidents over a_ three-year 
period immediately preceding the 
issuance of the policy under the 
Plan would be assigned penalty 
points according to number of ac- 
cidents and the nature of the viola- 
tions they had incurred. As these 
penalty points are accumulated, the 
rate of surcharge will increase in 
20 percentage point steps, up to a 
maximum of 100 per cent. 

“Some question may be raised as 
to whether drivers with records of 
moving traffic violations should be 


classed in the same category with 
drivers having accident records. 
Really, a distinction between the 
two groups would be spurious. 
Studies have demonstrated that, as 
drivers accumulate a record of traf- 
fic violations, they also are likely to 

accumulate a record of accidents. 
“This is borne out by a study of 
some 95,000 drivers in California. 
Drivers in this study with no 
records of violations had a ratio of 
only nine accidents per 100 drivers, 
over the three-year period on which 
this study was based. Drivers with 
four or more moving violations in 
Continued on page 62 
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How Much Is Enough 


Before the LIAMA last month, the author cited these 
figures on the amount of protection a person needs. 
By J. M. Wickman, Vice President, Mutual of New York 


N life insurance, the problem of 

too much insurance really does 
not come up very often. But an 
A&S policy that will provide a sub- 
stantial amount of insurance is not 
expensive; most people can afford 
ample, yes, even too much health 
insurance. Ability to pay the pre- 
mium is no criterion of the amount 
of health protection one should 
purchase, whether it be income re- 
placement, hospital, or medical 
care coverage. 

How then can we determine the 


amount of coverage to suggest to 
a prospect? Merely determine the 
needs and sell an amount to sat- 
isfy those needs. 

Let us first consider two ques- 
tions about that simple and popu- 
lar form of coverage, the individ- 
ual or family hospital - surgical 
policy. First, what is the scale of 
hospital charges in the commu- 
nity? Second, what is the economic 
status of the family? 

The agent should be acquainted 
with the level of hospital charges 


in Health? 


in his community. There are many 
people who haven’t had occasion to 
learn first hand what hospital 
charges are today, but the agent 
should be fully informed. Then 
considering the salary level of the 
applicant, the agent should recom- 
mend a plan that will take the 
shock from a hospital bill in either 
a semi-private or private room, 
whichever is appropriate. 
Duplication of coverage, while 
not occurring frequently, is defi- 
nitely a problem when it does exist. 





Slow Fire Recovery Continues 


“Fire Index" figures show carriers have not yet gotten 


back to the favorable financial levels of 1955 


IRE insurance has not recov- 
ered yet from its serious finan- 
cial losses of 1957 and 1956. 

Last year, despite underwriting 
gains by some companies, the ag- 
gregate results for 406 stock fire 
insurance carriers in THE SPECTA- 
TOR’S 1960 “Fire Index” showed an 
underwriting loss of $17,477,381. 
This, however, is an improvement 
over the underwriting loss of $75,- 
062,045 recorded in 1958. 

For the 235 mutual fire compa- 
nies listed in the “Fire Index,” 
total underwriting profits rose al- 
most 10 per cent—from $81,398,- 
856 in 1958 to $90,097,359 last 
year. This still does not match pre- 
1956 underwriting results. 
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The 23 reciprocal fire insurance 
organizations listed practically the 
same total underwriting profits for 
the last two years—$5,725,014 and 
$5,791,057. 





During the past decade, under- 
writing results for fire insurance 
dropped steadily until they reached 
the bottom of the cycle in 1957. In 
1949 and 1950 the ratios of under- 


writing profits to earned premiums 
for stock fire 
“Fire Index” 
and 5.4 per cent in that order. 

In 1957, this ratio became a 
“loss” at minus 5.2 per cent, with 
the companies losing on underwrit- 
ing a total of $202 million. In 
1958 the stock fire underwriting 
loss was reduced to $75,062,045 
and the ratio was minus 1.8 per 
cent. In the new “Fire Index,” the 
stock fire underwriting loss of $17,- 
477,381 produces a ratio of minus 
0.4 per cent. 

The mutual companies in the 
“Fire Index” have followed the 
same cycle although they do not 
show an underwriting loss. Back 


companies in the 


> 


were 12.3 per cent 
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The agent who knowingly writes a 
policy on top of existing coverage 
so that the total is in excess of an- 
ticipated losses contributes to the 
insured’s attempt to make a profit 
from his insurance, which is 
against public policy. He also in- 
vites spurious claims, bringing on 
added expense of investigation. 

In hospital insurance then, I 
suggest that adequate coverage be 
sold, commensurate with the com- 
munity hospital costs and the eco- 
nomic level of the insured. 

In the major medical field, I do 
not think there is currently any 
serious danger of duplication of 
major medical coverages. I can’t 
quite imagine a person buying two 
M-M policies each with a $500 de- 
ductible, for example. 

Here again, the coverage should 
be gauged to the need and eco- 
nomic status of the buyer. If there 
is basic coverage, the M-M should 
contain a large enough deductible 
so as to minimize the opportunity 
for duplication of benefits in the 
hospital surgical policy. 

How much disability income 

Continued on page 86 





in 1955, the mutual total under- 
writing profit was close to $80 mil- 
lion with a profit ratio of 15.2 per 
cent. These figures dropped to $63 
million in profits and a ratio of 
9.6 per cent in 1957. Since then, 
the mutual totals have climbed to 
profits of $81,398,856 and 11.3 per 
cent in 1958 and $90,097,359 and 
11.5 per cent last year. 

Payments on claims (incurred 
losses) have accounted for most of 
these shifts in underwriting re- 
sults. Premiums written and pre- 
miums earned have both increased 
steadily in the yearly aggregates. 
But the amounts paid out for 
claims (losses) early in the decade 
rose much more rapidly. For in- 
stance, during 1956, stock fire net 
premiums written increased by 
$130 million but incurred losses 
went up at the same time by $348 
million. During 1959, the written 
premiums increased by $480 mil- 
lion while incurred losses went up 
only $120 million. 

The 92nd annual edition of THE 

Continued on page 87 
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Life Insurance 100 Years Ago 


ACK in 1860, there were 43 life insurance companies in the 
United States. 

Total life insurance sales in that year were $35,600,000, and the 
total in force as the year 1860 began was $163,700,000. 

At that date a century ago total assets of life companies in the 
United States were $24,100,000, with liabilities of $17,100,000, 
including $14,400,000 in policy reserves and $7,000,000 in capital 
and surplus. 

That year, 1860, was good to the life companies; their assets 
climbed by more than 10 per cent—from $20,500,000 at the end of 
1859. Their liabilities rose only $1,300,000 from the 1859 figure of 
$15,400,000. 


Income $6 Million 


Income for U. S. life companies in 1860 was $6,000,000 of which 
$4,800,000 was in life and annuity premiums and $1,200,000 in 
investment income. 

During the year 1860, U. S. life companies paid out $2,909,000, 
of which $2,102,000 went to policyholders and their beneficiaries. 
Taxes, commissions, and other expenses for the year were $745,000 
and $62,000 was paid out as dividends to stockholders. 

To trace back life insurance statistics can be a cumbersome task 
at times, but those few century-old figures above were put together 
in a few minutes from a new booklet by the Institute of Life 
Insurance. The booklet is called “The Historical Statistics of Life 
Insurance in the United States, 1759 to 1958.” Here industry totals 
have been compiled in seven easy-to-follow tables for each year 
back to—well, back to the beginning. 

Industrial life insurance, for instance, shows as a separate figure 
for the first time in 1876 when $700,000 was sold and $400,000 was 
in force at the beginning of the year. Group life appears first in 
1911 when less than $500,000 was sold and the amount in force 
was also less than that figure. 

The Institute has used as its major source its own “Life Insur- 
ance Fact Book,” but it has also culled data from many other 
sources, one fo the most important being THE SPECTATOR’s “Life 
Year Book.” 

The booklet traces from these several sources the life insurance 
pattern growth from the year 1759. That’s the year when the first 
corporation to pay out death benefits was formed in Philadelphia. 

Since then U. S. life insurance has grown to have one-half trillion 
dollars ($500 billion) of protection in force through 1,362 companies, 
as of the end of 1958. 

The booklet lists annual figures for: number of companies, insur- 
ance sales, insurance in force, assets, earnings, liabilities, income 
and disbursements. Also helpful are the extensive and thorough 
notes about sources of these figures and comments on the use of 
those sources. 

Address of the Institute of Life Insurance, if you want more 
information about the booklet, is 488 Madison Avenue, New York 
22, N. Y. @ 





Fire and Casualty in 


At the Spring Insurance Conference of the American 
Management Association in New York, the Canadian 
viewpoint on insurance buying was presented. ... 

By Ralph M. Sketch, Phoenix Insurance Co., Ltd. 


N Canada there is no stabilizing 
jena on insurance rates. 
Neither provincial nor federal 
governments require filings or 
establish compulsory rates. 

One inequity of such a system is 
that the cost of the rating body 
and the expense of engineering 
services to conduct building in- 
spections, sprinkler installation 
maintenance inspections, inspection 
of municipal fire departments and 
waterworks, fall solely on the 


Board companies. 

These “Board” companies are 
members of the Canadian Under- 
writers’ Association. The ‘“Non- 
Board” are independents who do 
not belong. Membership in the 
Canadian Underwriters’ Associa- 
tion is purely voluntary and the 
Canadian Underwriters’ Associa- 
tion member companies write a 
minority of the total business avail- 
able. Nevertheless, this minority 
of companies probably represents 


Canada 


the largest individual writers, cer- 
tainly in the field of industrial in- 
surances. Member companies agree 
to pool their experience on any 
given classification of risk and 
quote uniform rates on the experi- 
ence thus amassed. Independent 
companies, naturally enough, snipe 
at “Board” rates, thus giving 
plenty of play for the healthy in- 
fluence of competition. 

Besides establishing minimum 
rate levels for member companies, 





How to Select a Manager—Or a Policyholder 


Managers — leaders — are plan- 
ners. If you pick a man who thinks 
ahead, you have a good manager. 
That’s the first point in these ex- 
cerpts from “Management News” 
put out by the American Manage- 
ment Association and authored by 
Lawrence A. Appley, AMA presi- 
dent. 

But the message may also tell us 
something about our policyholders. 

—the editors 


ODAY, as never before, there 
are continuing discussions and 
numerous studies aimed at deter- 
mining the basic characteristics 
that distinguish a manager from 
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others. Although there is no agree- 
ment as yet on any list of leader- 
ship qualities, there seems to be 
general concurrence on some indi- 
vidual characteristics. 

One basic difference between the 
leader and the non-leader is that 


Concern for Tomorrow 


the former thinks of today’s actions 
in terms of tomorrow’s objectives 
while the non-leader takes each 
event as it comes, without concern 
for tomorrow. Since a manager is 
identified as one who makes things 
happen, he is an individual who 
instinctively thinks in terms of de- 
sirable objectives and who directs 
his activities toward their attain- 
ment. He thinks constantly of the 


future, and today’s activities are 
handled more easily because the 
way to handle them was decided 
yesterday. 

Unfortunately, far too many 
people have no concern for the fu- 
ture. They expect others to handle 
their emergencies for them as they 
arise. Also, far too many people 
are interested in getting as much 
as they can today without any re- 
gard for a mounting debt which 
their children will have to pay off. 
The effective manager has no such 
attitude. 

It is not at all difficult to iden- 
tify this basic difference in indi- 
viduals. There is the person, for 
example, who carries very little in- 
surance. If he is hit by a catas- 
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the Canadian Underwriters’ Asso- 
ciation prescribes maximum com- 
mission levels which, of course, is 
a source of some heart burning. In 
fact, however, with too many com- 
panies trading in a limited market, 
the provisions are quite necessary 
in the public interest. 

Under the Canadian Constitu- 
tion, the administration of “prop- 
erty” falls within the jurisdiction 
of the provinces. Hence the admin- 
istration of insurance lies within 
the jurisdiction of the provinces. 
Each province has set up a Depart- 
ment of Insurance with a Super- 
intendent. He broadly watches the 
public interest, supervises the 
wordings of contracts, the licens- 
ing of agents, and the financial 
soundness of provincially licensed 
companies. 

Most of the larger companies, 
of course, have Federal Charters 
and, as such, must submit them- 
selves to examination and financial 
control from the Federal Depart- 
ment of Insurance. The federal or 
dominion government, as we call 


it, employs actuarial examiners, re- 
quires and records financial state- 
ments and lays down the deposits 
required of underwriting com- 
panies against unearned premiums 
and outstanding losses. This De- 
partment also does the examination 
of insurance companies on behalf 
of the Federal Income Tax Depart- 
ment. 


Regulation Different 


One anomaly that the companies 
are constantly trying to correct is 
that some of the provincial gov- 
ernments have less stringent re- 
quirements for financial strength 
than does the dominion govern- 
ment. Representations are fre- 
quently made to the provincial 
Superintendents of Insurance to 
bring their requirements into line 
with those of the dominion govern- 
ment. 

Against this background, here 
are some of the problems which 
face the fire and casualty insurance 
market in Canada today. In very 
general terms, it is the Board com- 
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panies that have geared themselves 
to cater, partly through the inspec- 
tion services of the Canadian Un- 
derwriters’ Association, to large 
value industrial risks. In general, 
I think it is true to say that the 
Non-Board or independent com- 
panies tend more to specialize in 
the smaller risks that can be ab- 
sorbed by a single underwriter— 
such as dwellings, automobiles and 
small stores. 

In general, again the commission 
levels paid by the independent com- 
panies are higher than those paid 
by the Board companies. In the 
battle to cater to the mass market 
of automobiles, dwellings and per- 
sonal lines, the independent com- 
panies face a more radical change 
in their way of doing business be- 
cause they have done without the 
expense of rating and inspection 
services and paid rather more com- 
mission for simple lines. In the 
end, the battle for the mass market 

Continued on page 85 





trophe, he seems to feel that his 
relatives, his banker, or some gov- 
ernment agency should take care 
of the situation. He is the same 
person who does not budget his 
money or his time. When taxes 
come due, he hasn’t the funds to 
pay them. When illness hits his 
family, he has no way to meet his 
obligations. 

The manager-type person, on the 
other hand, plans his future needs 
and governs his time and income 
so that he can provide for those 
needs. This kind of person decides 
what he would like the future to 
provide and then works toward 
that end. 

This basic difference was brought 
home forcibly in a conversation I 
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had with a young man who, in per- 
sonality, physique, and intelligence, 
seemed to be endowed above the 
average. We were talking about 
profits and savings. It was sug- 
gested that it might be a good idea 
for any individual, regardless of 
the size of his income, to set aside 
some of it for future contingencies. 

The young man indicated that 
this was “that old-fashioned and 
out-moded concept of Yankee 
thrift.” When I asked who should 
take care of him if some day he 
were unable to do so himself, his 
immediate and unqualified answer 
was “The government.” 

This conversation is cited to 
point out that, in my opinion, this 
man lacks an essential quality of 


management. I am not interested 
in finding out what other manage- 
ment qualities he might have be- 
cause he has classified himself as 
a member of that group that feels 
no responsibility for the future. 


Capacity to Plan 


One basic difference, therefore, 
between those who are of manage- 
ment caliber and those who are not 
is a sense of responsibility for the 
future and the capacity to plan that 
future and to meet current condi- 
tions in terms of their effect upon 
it. Such an individual can be iden- 
tified as a planner, an organizer, 
a long-range thinker, who has re- 
sponsibility and accountability. @ 
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Aid to Aged: Forced or Voluntary? 


Spate of plans mark medical care for 65-and- 
over group as popular political question 


LMOST as numerous as the 

Spring flowers have been the 
statements, reports, proposals, and 
research papers on medical care 
for the aged. But these health 
plans are not “annuals,” they’re 
“perennials” which have sprouted 
before and will probably sprout 
again. 

The Spring spate, 1960, brings 
forth many earlier suggestions, 
such as government subsidy for 
over-age health insurance (remem- 
ber the Eisenhower proposals on 
health reinsurance?) and direct 


health benefits via the Social Se- 
curity system (which got wide- 
spread attention only last year). 
This year the arguments have 
centered mainly around two ques- 


While this article was being processed 
for printing, the Eisenhower Adminis- 
tration submitted to Congress its bill 
to subsidize medical aid for the aged 
through plans in each state. At the 
same time, 14 Democrats, headed by 
Senator McNamara, introduced another 
measure which would tie such aid to 
the Social Security taxes—the editors 


tions, although there are other 
ways of aiding the 65 and over 
population with their health prob- 
lems. To distinguish the two views, 
call one ‘‘compulsory’’ — forced 
taxes through OASI — and the 
other “voluntary” enabling pri- 
vate carriers or organizations to 
provide the benefits needed. 

One of the most comprehensive 
statements on the 65 and over area 
was made by Robert A. Forsythe, 
assistant secretary of Health, Edu- 
cation and Welfare, before the 
Eastern Roundtable of the Life 





Salary Savings 


ONTHLY payment plans for 
M individual life insurance 
through the office or plant ac- 
counted for about $1.5 billion of 
new purchases in 1959, reports 
the Institute of Life Insurance. 


Payroll Payments 


This “pay-as-you-earn” plan, 
most popularly referred to as “sal- 
ary savings,” permits employees to 
pay for their life insurance 
through regular payroll deductions 
at their place of employment. 

“Highly significant is the fact 
that policies being sold on this plan 
are usually permanent or cash 
value types with whole life and 
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Sales At $1.5 Bill 


retirement income plans proving 
most popular,” says the Institute. 
“In addition to purchasing protec- 
tion on their own lives, employees 
are using salary savings plans for 
life insurance on their wives and 
children, also through policies with 
cash value.” 

Although the first salary savings 
plan was written in the 1920’s, the 
big advance in this plan has come 
in the past two or three years. Sev- 
eral life companies report increases 
of nearly a third in purchases last 
year. 

Indications are that in about 80 
per cent of the salary savings pro- 
grams, the employees pay the en- 
tire cost of life insurance. In the 


ion Last Year 


majority of these plans the em- 
ployer’s only responsibility is to 
make premium deductions from 
wages or salaries and to forward 
them each month to the life in- 
surance company. 


Employers Participate 

Employer - participating salary 
savings plans account for about 
20 per cent of such programs in 
force. These are generally used by 
small companies who want to help 
employees planning for the future 
but do not feel able to provide for 
a pension plan. They therefore of- 
ten match the amount of premiums 
put up each month by the em- 
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Advertisers Association. “In terms 
of figures, there are 15 million per- 
sons in the United States of the 
age 65 and over. Just 60 years ago 
there were three million citizens in 
the U. S. over 65 and by 1975 it 
is estimated that there will be 22 
to 2214 million. By 1980 it is esti- 
mated that the total in this age 
group will exceed 24 million per- 
sons. We are speaking here of a 
tremendously large and important 
group, significant in our society 
and economy. Approximately 1144 
million are receiving some form of 
Social Security benefits; two and 
a half-million are receiving public 
assistance. Three- fifths of these 
people have incomes of less than 
$1,000 per year and 80 per cent 
have less than $2,000 per year in- 
come.” 

Forsythe reported that the HEW 
Department has explored three so- 
lutions to the question of health 
care for those 65 and over: the 
compulsory payroll tax through So- 
cial Security which would cover 90 
per cent of the working population 
now, the public assistance solution 
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ployees enabling them to purchase 
additional life insurance. This plan 
is also used to provide paid-up post- 
retirement insurance for em- 
ployees. 


Underwriting Rules 


Policyholders under salary sav- 
ings plans are purchasing policies 
that average between $5,000 and 
$10,000. The usual underwriting 
rules as to age, health, occupation 
and amount purchased govern the 
issue of salary savings policies. 
Where an individual is found un- 
insurable, an annuity can be pur- 
chased and paid for via salary de- 
ductions. @ 
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Company News 


KENTUCKY CENTRAL LIFE & AC- 
CIDENT has taken over operations 
of Muscle Shoals Life, Florence, 
Ala. Stock exchange called for 
transfer of 85 shares of Muscle 
Shoals for 10 shares of Kentucky 
with voting 
rights and nine non-voting. 

ARKWRIGHT MUTUAL and INDUs- 
TRIAL MUTUAL, Boston, have con- 
solidated operations. Combined as- 
sets are reported at $52.7 million. 

INTERCOAST MUTUAL LIFE, Sacra- 
mento, Calif., has acquired controll- 
ing interest in Western Life As- 
Hamilton, Ontario, 


Central, one share 


surance of 
Canada. 

IDEAL NATIONAL, Salt Lake City, 
has taken over the operation of 
Pacific Western, also of Salt Lake. 
Shareholders will receive one share 
of Ideal National for each share 
of Pacific Western held. This in- 
cludes both voting and non-voting 
stock. Combined assets are reported 
at $4.2 million. 

SECURITY NATIONAL LIFE, St. 
Louis, Mo., has been ordered dis- 
solved as insolvent. Company, or- 


ganized in 1947 as a stipulated pre- 
mium company, was later put on a 
legal reserve basis. 

HAMILTON LIFE of New York has 
been formed as a wholly owned 
subsidiary of Loyal American Life. 
John E. Kenny was named presi- 
dent. 

NORTH AMERICAN EQUITABLE 
LIFE, Columbus, Ohio, has com- 
pleted merger operation with In- 
dependent Life, Baltimore, Md. 

FIREMAN’S FUND has increased 
its number of authorized shares 
from four million to six million. 
There are no present plans for is- 
suance of the additional authorized 
shares. 

GREAT NATIONAL LIFE, Dallas, 
has reduced the par value of its 
stock from $10 to $2 by a five-for- 
one stock split. Outstanding shares 
have been increased from 100,000 
to 500,000. 

SUPREME LIBERTY LIFE, Chicago, 
has proposed changing the com- 
pany name to Supreme Life Insur- 
ance Company of America. Capital 
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DIVIDENDS 


Amount 
Company per Share 
American 
American Re-insurance 
American Title 
Bankers National Life 
Business Men’s Assurance 
Excelsior 
Fireman’s Fund 
Interstate Fire & Casualty 
National Union Fire 
Old Republic Life 
Phoenix 
Providence Washington 
Quaker City Life 
Security-Connecticut 
Southwestern Life 
Standard Accident 
Textile 
United Services Life 
Western Casualty and Surety 


Craftsman Life 
Insurance of North America 
New Hampshire 


also 5% stock 


Record 
Payable Date 
June 1 May 2 
March 15 March 4 
June 24 June 10 
March 11 March 3 
February 24 February 19 
March 22 March 8 
April 15 March 30 
April 1 
March 28 March 7 
May 1 April 15 
April 1 


March 10 
March 24 March 3 
April 15 


April 1 
May 2 April 22 
July 11 


July 1 
March 4 February 19 
March 10 February 29 
April 15 


April 29 
March 31 March 18 


March 31 March 28 
June 15 May 6 
May 2 April 1 





Insurance Building Facts 


MONTPELIER, VERMONT. National 
Life of Vermont plans a series of 
events during the summer and fall 
marking completion of its new 
home office building. The five-story 
structure will be occupied by the 
staff on July 11. The company’s 
field force will visit the new build- 
ing July 15. Employees, their fami- 
lies and retired workers will be en- 
tertained on Family Sunday, July 
24. 


KANSAS CITY, MISSOURI. Busi- 
ness Men's Assurance plans to erect 
a 15-story home office building on a 
seven-acre tract. Exterior will be 
comprised of steel and glass. Floor 
space will total 300,000 sq. ft. with 
125,000 sq. ft available to tenants. 
Construction will begin in 1961 with 
completion in 1962. Architects: Skid- 
more, Owings & Merrill, Chicago. 
Local consultants: Edward Tanner & 
Associates. 


HARTFORD, CONNECTICUT. Trav- 
elers plans extensive renovation of 
its four home office buildings, in- 
cluding installation of air condi- 
tioning. Renovation cost: $5.8 mil- 
lion. General contractors: George 
A. Fuller, Inc. 

HARTFORD, CONNECTICUT. Mutual 
of Hartford’s new home office has 
won the 1960 First Honor Award 
from the American Institute of 
Architects. 

NEW YoRK, NEW YORK. Eastern 
headquarters of Fireman’s Fund 
and its affiliates now occupy five 
floors of the 110 William Street 
building. Nearly 1,000 employees 
work in the new offices, which cover 
approximately 143,000 sq. ft. of 
floor space. 
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NEW YORK, NEW York. Inter- 
Regional Insurance Conference has 
leased quarters on two floors of the 
new 16-story building at 125 
Maiden Lane. The national advi- 
sory organizations for fire bureaus 
will consolidate operations from 
three different locations. 

LANCASTER, PENNSYLVANIA. Ed- 
ucators Mutual Life conducted 
ground-breaking ceremonies in 
March for a new home office. Build- 
ing will be erected on a 20-acre 
plot. The 25,000 sq. ft. brick build- 
ing is scheduled for completion in 
the spring of 1961. 

CHICAGO, ILLINOIS. Continental 
Casualty and Continental Assur- 
ance plan a 20-story addition to 
their home office building. Archi- 
tects: Naess and Murphy. Contrac- 
tors: A. L. Jackson Company. 

CHICAGO, ILLINOIS. United of 
America broke ground in April for 
erection of a 40-story marble office 
building. Exterior will be of white 
marble, containing glass spandrels 
with stainless steel pivoted win- 
dows. Gross area above the first 
floor: 695,000 sq. ft. Net rentable 
area: 500,000 sq. ft. An inter-floor 
dumb waiter service will be install- 
ed for tenants requiring more than 
one floor. Completion date: Au- 
gust, 1961. General contractor: 
A. L. Jackson & Co. 


AUSTIN, TEXAS. The State Board 
of Insurance has announced plans 
for a permanent office building to 
be completed in 1961. Cost: $1.75 
million. Funds have been appropri- 
ated from Board income and trans- 
ferred to the State Building Com- 
mission for erecting the structure. 
The 3-story building will provide 73,- 
400 sq. ft. of floor space. 


HONOLULU, HAWAII. Home In- 
surance of Hawaii recently occupied 
its new head office building. Five- 
story structure has a floor area of 
54,000 sq. ft. Front and rear of the 
building are shielded by aluminum 
sun screens. Cost: $1.25 million. 


INDIANAPOLIS, INDIANA. Merid- 
ian Mutual has completed a $1 mil- 
lion addition to its home office, con- 
taining 80,000 sq. ft. 

FoRT WAYNE, INDIANA. Formal 
opening ceremonies were conducted 
early this year at the new home 
office of Brotherhood Mutual Life. 

PASADENA, CALIFORNIA. Indepen- 
dence Life has completed construc- 
tion of its home office building. 
Five-story structure is of contem- 
porary design, faced on two sides 
by gold anodized aluminum sun- 
screens. Area: 38,000 sq. ft. Archi- 
tects and engineers: Welton 
Becket & Associates. General con- 
tractor: Carter Co. 

DALLAS, TEXAS. Indiana Lum- 
bermens Mutual will begin con- 
struction of a branch office building 
this spring with occupancy sched- 
uled for early 1961. Two-story 
building will occupy 20,000 sq. ft. 

DALLAS, TEXAS. Hartford Fire 
Group opened the 14-story head- 
quarters for their Southwestern 
Department. The open house in 
January marked the 101st anni- 
versary of Hartford Fire’s opera- 
tions in Texas and was part of the 
celebration of the 150th year since 
the founding of the company in 
Hartford, Conn. @ 
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The Equitable Life of Max Schneid 
in Jersey City, N. J. 








Max (‘‘Mac’’) Schneid, CLU, sits for Usually he’s on the go. Active in Red His hobby is his family. He’s proud of 
this royal treatment. At hand: wife Cross work, with Helen. Mac is with Carolyn who is now attending New York 
Helen. At foot: daughter Carolyn, the Johnston Agency, Newark. University, College of Medicine. 
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Admirer: He and Helen work together Worships, works, and lives in Jersey 

in community activities. But in painting City. Educated at Columbia University 
she works alone; he superintends. and at Brooklyn Law School. 


* 





Mac used to practice law. But no 
more. Thinks selling is more rewarding. 
More fun. Has many lawyers as clients. 


sf 


' 








r ‘ mY f 
~~ 4 
Good friend is Jersey City Commis- Another client, Curtis Lion, President Painting awarded for being Agency 
sioner James E Murray, Jr. Mac is of Seal Fluff, Inc., shows Mac elec- “Man of the Year}’ 1955. “Honor Agent” 
active in Hudson County L.U.A. tronic quilting process for plastics. for N. Y. metropolitan area, 1959. 
A Man’s Prestige somehow goes hand in hand 


& 
with the prestige of the company he represents. | IE Equitable 
This is why Mac is proud to be a life underwriter swe aaa ce society Ob tue UNITED STATE 
with Equitable. Living Insurance is more IFE ASSURANCE OCIET C ) : 
than a need...it’s a career! Home Office: 393 Seventh Avenue, New York I, N. Y. 160 
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f- =! be farsighted... join lmited 


4 
> 


one of 
america’s 
fastest 
growing 
life 
insurance 
companies 


NOW! 2 BILLION DOLLARS 


Lie INS UR ABS | N mea R CE 


Here’s a growth record! In 1953, United of Omaha became the youngest 
life insurance company to reach one billion dollars life insurance in 
force. Then, just six years later in 1959, United doubled its insurance in 
force. This demonstrates dramatically the vigor and enthusiasm of this 
young, fast-growing organization and the demand for United of Omaha's 
all purpose protection. Career opportunities available to go-getters. 


And United’s Lifetime Career Contract means — extra pay —the United Way! 


f ee oS" 
nited ‘gy OF OMAHA 


UNITED BENEFIT LIFE INSURANCE COMPANY 


N. Murray Longworth, President 
A Two-Billion Dollar Life Insurance Company * Home Office: Omaha, Nebraska * Canadian Office: Toronto 
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NOW AVAILABLE TO FLEET OWNERS! 








ALLSTATE SERVICE 
AND SAVINGS 
ON INSURANCE 





The same benefits that attracted 
nearly 5 million motorists to Allstate 


1. FAST, EFFICIENT 
CLAIM SERVICE 


Allstate has the largest number of 
claim service locations, staffed by 
the greatest number of full-time 
salaried claims people in the auto 
fleet insurance business. 224 loca- 
tions ...in all 50 states and 
Canada! 

We keep your public relations 
policies in mind, and as always, we 
pay all legitimate claims promptly. 


2. NO UNCERTAINTY 
ABOUT WHERE 
YOU STAND 


Allstate is in the fleet insurance 
business to stay, and that’s a guar- 
antee. We’re interested in joining 
with you in a long-term partner- 
ship, as we have with many of the 
companies listed in this ad. 
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3. GOOD SAVINGS 
ARE POSSIBLE 


As with all fleet insurance, your 
loss experience sets your rate. But 
Allstate’s efficient office proce- 
dures, minimum use of independ- 
ent adjustors, and electronic 
record-keeping help keep our costs 
lower, so your ultimate premium 
may well be lower than what you’re 
now paying. (Standard ratesin Texas 
where eligible policyholders have 
always saved through dividends. ) 

We’d like the opportunity to tell 
you, in detail, about all the ad- 
vantages Allstate offers you. A 
letter, wire or phone call to Jim 
Wickens, Manager, National Ac- 
counts Division, at our Home 
Office, is all that’s necessary to get 
you the full story. Allstate Insur- 
ance Companies, Home Offices: 


Skokie, Ill. 
May we help you? 








These are just a few of the 
companies currently insuring 
their fleets with us. A number 
of them have been with us over 
10 years. We invite you to 
check with any of them: 


Anchor Motor Freight 
International Shoe 
Kimberly-Clark 
Mohawk Motors, Inc. 
National Cash Register 
Rexall Drug 

Sears, Roebuck 

United States Gypsum 


Westinghouse 


You're in good hands with 


ALLSTATE 


INSURANCE COMPANIES 
AUTO * PROPERTY * ACCIDENT and SICKNESS* * 


*Now available in almost al! states. 


LIFE* 





INVESTMENTS 


Electronics Need Earning 
Record as well as Glamour 


Public excitement over the space age promotes interest 
and often pushes hopes too high . . . By Ervin L. Hall, 
Partner, Davis & Hall, Investment Management 


F there is one industry that is 
| lesen the headlines today it 
is the electronics industry. The 
great expanse in scientific accom- 
plishments, together with public ex- 
citement over the space age, has 
combined to surround with glamour 
any company that has any interest 
in electronics. 

Due to the rapid increase in 
earnings of some electronic compa- 
nies over the past few years, the 
future growth for the industry has 
been projected at an ever increas- 
ing tempo. 


Tendency to Glamorize 

Because of this wide interest by 
both investors and speculators, it 
is well to take a good look before 
deciding to invest in the indus- 
try. The tendency, for example, 
to glamorize a company that has a 
small interest in electronics is simi- 
lar to conditions in the past when 
an industrial firm was reported to 
have discovered oil. Much excite- 
ment ensued, but it didn’t neces- 
sarily follow that the discovery 
was important or, if important, a 
large contributor to earnings. 

There is no doubt that the elec- 
tronics, industry has made and 
will continue to make important 
contributions to modern progress. 
We cannot assume, however, that 
all companies will prosper. There 
will be pitfalls along the way 
brought about by changes within 
the industry itself and by new sci- 
entific discoveries that will super- 
sede existing methods. Although 
we all know the dangers of a young 
and growing industry, we still hope 
to select the company or companies 
that eventually become the leaders. 
52 
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This is quite a trick and requires 
not only careful selection but also 
constant revision of our estimates 
and a willingness to adjust our 
thoughts. 

Many qualified analysts will tell 
you that they do not like to pick 
one or two companies in the elec- 
tronic field. They think it safer in 
adding the group to an investment 
portfolio to buy what they term a 
package, that is, several stocks 
rather than just one. This approach 
in itself is an admission of the 
uncertainties surrounding future 
earning power to those who have 
made a painstaking analysis of the 
industry. 

There has also crept into the 
analysis of electronic companies a 
disregard of the price at which a 
stock is selling and of projected 
earnings in relation to that price. 
When someone asks how can a par- 
ticular stock be worth such a high 
price, you frequently get the re- 
joinder to forget about price and 
price-earning ratios. This is a dan- 
gerous type of thinking, if it can 
be termed thinking. 

The reason given for forgetting 
these basic investment guides is 
that you are buying brains. That 
is very true. Any scientific: com- 
pany is dependent on its research 
brains to keep it ahead of the 
times and its competitors. But the 
electronic industry has no monop- 
oly on brains. Brains are essential 
to any successful industry whether 
it makes nails or computers. 

We should, however, be sure that 
the electronic company in which we 
invest has its share of brain power. 
At the same time we should not for- 
get that brains are a human at- 


tribute and have limitations. The 
best brain can go stale. It can also 
be temperamental. Then there is 
one more worry for investors de- 
pending on high class brain power. 
The brain power can move. 

A recent example of the shifting 
of exceptional ability from one 
electronic company to another was 
when Harold S. Geneen left Ray- 
theon to become the president of 
International Telephone. The action 
of Raytheon stock at that time in- 
dicated that the shift in brain 
power was going to be detrimental 
to Raytheon. These possibilities 
can give an investor many a sleep- 
less night and are part of the rea- 
son why careful analysts believe 
that a group of electronic compa- 
nies is better than a pinpoint selec- 
tion. 

When our basic idea is to make 
sound investments we should not 
let a new development or a _ bud- 
ding industry warp our judgment. 
The fact that the modern age is 
geared to electronic controls is no 
reason for assuming that the stocks 
of electronic companies should be- 
come a dominant segment of a 
portfolio. 


Young Companies Favored 

History teaches that all new in- 
dustries present the same problems 
in the early stages. Great enthusi- 
asm is generated, future growth is 
projected in a sharply rising trend, 
and little attention is given to 
counter arguments. The young en- 
thusiastic companies, devoted en- 
tirely to the new industry, are usu- 
ally the favorites. 

Examples in the past are the 
automobile business at the begin- 
ning of the century and the coming 
of radio many years later. Both 
aroused investment and speculative 
enthusiasm and both went through 
the usual cycle of adjustment. The 
outstanding ingredient of all such 
growth patterns is that they are 
surrounded in the public mind with 
glamour, and glamour is largely 
emotional. 

There is nothing wrong 
glamour. It is a natural human re- 
action to future hopes. Investors, 
however, cannot live on glamour 
alone nor for that matter on scien- 
tific brain power. Success also re- 

Continued on page 54 
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ome Protected? 


INSURE 10 TODAY’S VALUE! 
Thc Camden 


URY 


E INSUR 
sales OUR SECOND CENT 


TAKE ADVANTAGE of our complete promotional program, including posters like 
this, and other selling aids. Take advantage also of our Fieldmen who will always 
be at hand to help you on-the-spot. If you’re looking for sound, all-around service 


from a forward-thinking “‘Old Line Company”...write today! 


fhe Cccmchn FIRE INSURANCE ASSOCIATION + CAMDEN 1, NEW JERSEY 
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quires sound production methods, 
an aggressive marketing system, 
careful contro] of operations and, 
most important, an ability to pro- 
duce a profit for stockholders. 
Earnings and dividends, whether 
those dividends are in cash or 
stock, are still the final determinant 
of investment value. It is easy to 
forget this point and sometimes it 


seems as if we have profited by do- 
ing so. Actually if we ignore the 
fundamentals, whatever success we 
may temporarily obtain will be due 
in large measure to luck. Luck is 
a fickle friend, likely to desert us 
at the most inopportune time. 
When it does, we may find our cap- 
ital seriously undermined. 


Fantastic Future Hopes 
Today many companies, engaged 
entirely in the electronic field, are 
obviously anticipating fantastic fu- 
ture earnings. These future earn- 
ings must materialize if the prices 


STOPWATCH SERVICE 


When a quick decision is needed to validate the life 
underwriters’ “play”, easy access to authority materially 
improves his scoring chances. 


SS 


With the home office close enough 
to respond by the clock instead of 
the calendar, the Home Life 


agent’s special sales and service 
problems are solved in a jiffy. 


Our concentrated area of opera- 


Wey — tions and compact agency organi- 
zation create a friendly climate for the growth of 
policyholders’ good will and fieldmen’s good fortune. 


THE HOME LIFE 


INSURANCE COMPANY OF AMERICA 
Albert W. Tegler, Pres. * Executive Offices: Phila., Pa. 


Security and Service Since 1899 





Hxclusive! 


WRITERS OF 


Special Risks 


UNIVERSAL 


AUTOMOBILE INSURANCE CO. 


HOME OFFICE 


1000 NORTH DELAWARE e INDIANAPOLIS 2, INDIANA 


ee Se oe enon Gromek a 7-a. i J 


Complete 


Actuarial and 
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at which some stocks are selling to- 
day are to be justified. This is the 
point of departure, where the hopes 
of the future bear little relation- 
ship to the realities of the present. 

There are other companies, how- 
ever, that are strong and successful 
with a substantial, but not an ex- 
clusive, stake in the electronic field. 
With these companies, investors 
do not capitalize the future in the 
same exciting terms. Maybe this is 
due to our attraction to something 
new where for the moment we do 
not have to worry about  back- 
ground but can build castles of the 
future with impunity. 

A couple of companies that are 
importantly engaged in the elec- 
tronic field but have not received 
the same attenticn as some of the 
younger companies, are General 
Telephone and Electronics and In- 
ternational Telephone and Tele- 
graph. These concerns are both 
well established, well managed, 
have the necessary research brains, 
but are engaged in activities other 
than straight electronics. 

About 65 per cent of General 
Telephone’s business is in the man- 
ufacturing of electronic equipment 
for its own telephone installations. 
Electronic devices and controls are 
also produced for the government 
and for industry. The remaining 
35 per cent is in the stable but 
growing independent telephone 
business. In both fields General is 
making steady progress. 

International Telephone is no 
longer what the name implies. It 
still owns a few telephone compa- 
nies in foreign countries but most 
of the units are operated under 
management contracts. These con- 
tracts also provide for service and 
Both these activities 
In addition, 


maintenance. 
are highly profitable. 
International Telephone has stead- 
ily broadened its activities in the 
electronic field both in this coun- 
try and abroad. Some of its best 
electronic systems have come from 
its foreign subsidiaries. These sub- 
sidiaries are fully staffed with ex- 
cellent research facilities. Costs of 
operation abroad are considerably 
less than here and even the neces- 
sary scientific brain power comes 
at a lower rate. Some investors 
worry about the international op- 
erations of International Tele- 
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phone, but the company has been 
in the foreign field for many years 
and knows well how to handle it- 
self. Besides electronic application 


present period of prosperity be 
checked and a business adjustment 
period begin, the hopes of the fu- 
ture will not be capitalized as en- 


at fifty or more times 1960 ex- 
pected earnings. 

Our economy also has its dark 
side when the long term progress 


is slowed and sometimes for awhile 
reversed. We _ should, therefore, 
not expect continued or uninter- 
rupted progress even from the 
present bright stars of the invest- 
ment world. That is how projec- 
tions mislead us; they seldom fol- 
low a steadily rising course. @ 


thusiastically as they are right 
now. 

The electronic industry is in the 
headlines today. If we use our 
heads instead of our emotions, we 
companies in the electronic field, can have ample representation in 
we find young ones bursting with this growing industry without 
growth potentials. We find youth- reaching for the stars that twinkle 
ful ones with some record of prog- 
ress behind them and great hopes 
for the future. We also find strong- 
ly entrenched companies not en- 
tirely devoted to electronic produc- 
tion. 

Competition is keen in all seg- 

ments and getting keener. Despite 
this, the growth complex has be- 
come so imbued in the investor’s 
mind that it appears to have over- 
come sound judgment. A success- 
ful investment portfolio does not 
grow very well on a complex diet. 
If we disregard price and its re- 
lationship to earnings in one in- 
dustry, it is not difficult to accept 
overvaluation in another. 

We have had such experiences 
before, when glamorous industries 
have so inflated investors’ expecta- 
tions that all investing took on a 
rosy hue. Like all excesses, the in- 
evitable adjustment was harmful 
to everyone. 


is worldwide in scope, so foreign 
contacts and know-how give Inter- 
national a wide field in which to 
operate. 

Thus, when we look over the 


Relate to Other Holdings 

Pick electronic stocks with the 
same careful analysis you would 
apply to any other stock. Keep the 
amount invested in reasonable re- 
lation to your other holdings and 
the over-all total of your portfolio. 
Pay attention to the ratio of the 
price of a stock to its present and 
future earnings potential. This 
price-earnings ratio, as it is called, 
is a measure of investor hope. 
When times are good and the out- 
look bright, investors are willing 
to pay more for that future hope. 
The reverse is also true, when hope 
has a low rating and the glamour 
of the future is indeed dim. 

This psychological shift in out- 
look, to which we are all subject, is 
a very good reason for not expect- 
ing even the most favored elec- 
tronic stock to buck the trend of a 
declining stock market. Should our 


This retailer has thought of every- 
thing for his fine new store except 
an all-inclusive PLAN of business in- 
surance. He will be missing much 


Whether you operate a small retail 
store or a large manufacturing cor- 
poration, there is a Business Safe- 
guard policy designed for you: 

needed protection unless he discovers 
BUSINESS SAFEGUARD PROGRAM, the 
Atlantic Companies’ new concept of 
commercial insurance with built-in 


flexibility. 


* Commercial Property Policy 

* Manufacturers Output Policy 

* Retailers Safeguard Policy* 

¢ Merchandise Floater Policy 

Ask your independent agent or broker about a single low-cost policy in the new 
BUSINESS SAFEGUARD PROGRAM. 


*Currently available in Ohio and Pennsylvania 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL ¢® CENTENNIAL 
Home Office: 45 WALL STREET, NEW YORK 5 
Multiple Line Companies Writing Marine, Fire and Casualty Insurance 





This advertisement appears in the Country’s leading newspapers 
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CHILTON’S MARKET 
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Ow 

Chilton’s M-A-P © 
can help you 

establish 


MARKET 
POTENTIALS 


Keeping up with changing marketing conditions is seldom 
an easy job. Today you will find that Chilton has moved for- 
ward in this area with more complete marketing counsel and 
research facilities than ever before. They are embodied in 
M-A-P, a penetrating Marketing Assistance Program. 








Chilton’s M-A-P offers the services of a fully staffed re- 


search department that draws upon the professional skills 
of psychologists, statisticians, survey technicians and econ- 
omists. It makes available timely data on buying influence; 
developments in new products; fast-moving marketing 
trends; information gathered at great cost to give better 
direction to your selling and advertising. 


Chilton’s 17 business publications add to the depth and 
breadth of M-A-P. Each has a wealth of timely information 
acquired through years of experience. Chilton’s standards 
of editorial excellence are now linked with stronger and 
more complete marketing tools for advertisers. A Chilton 
representative will be glad to confer with you. 


Chitton 


COMPANY 
Chestnut and 56th Streets - Philadelphia 39, Pa. 
Publisher of: Department Store Economist « The Iron Age « Hardware Age « The Spectator 
Automotive Industries « Boot and Shoe Recorder « Gas « Commercial Car Journal « Motor Age 
Butane-Propane News « Electronic Industries « Jewelers’ Circular-Keystone « Optical Journal 


Hardware World « Aircraft & Missiles + Distribution Age - Product Design & Development 
Chilton Research Services » Business, Technical and Educational Books 


ASSISTANCE PROGRAM 
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Milbank cuts 
3 days’ work 
to 90 minutes 
with 

BM RAMAC 3 
speed and 
accurac 
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Milbank Mutual Insurance Company, 
Milbank, S. D., is rating, writing, and 
endorsing fire and casualty insurance 
with an IBM RAMAC 305. Up to 100 new 
policies are accurately processed in 90 
minutes—a task which formerly re- 
quired 3 full man-days. 

In addition to faster policy preparation, 
RAMAC provides earned-to-incurred 
loss ratios, miscellaneous billing, and 
statistics on a monthly cycle. Faster re- 
porting enables Milbank to provide 
better service both to agents and to 
policyholders. 

RAMAC is still the only self-contained 
random access data processing system 
which can record and account for trans 
actions as they occur. It can be pur- 
chased or leased, like all other IBM 


data processing equipment. 


balanced data processing 


Balanced Data Processing is services and 
systems... menand machines. It is reliable 
customer services—from everyday mainte- 
nance to the most advanced research. It is 
systems with compatible speeds of input, 
processing and output. It assures you of data 
processing performance in the best tradi- 
tions of more than 45 years of IBM service. 





VERDICT 


Does Investment Income 
Stop Disability Benefits ? 


Courts rule in favor of the insured 
despite income from other sources 


By Luke A. Burke, member New York Bar 


HE insured was a dentist who 

suffered accidental injury to 
his right hand. He had an accident 
policy which provided for pay- 
ments if he was disabled “‘from en- 
gaging in any occupation or em- 
ployment for wage or profit.” 
Apparently the company did not 
question that the doctor could not 
carry on his profession as a den- 
tist, but it claimed that the doctor 
received considerable income from 
his activities as a financier, nurs- 
eryman, horticulturist and service- 
station operator. 

The appellate court had this to 
say about the insured’s income: 

“The fact that an insured re- 
ceives income from sources other 
than work or occupation does not 
preclude his recovery of disability 
benefits. . . . In Appleman, /nswr- 
ance Law and Practice, Volume I, 
page 863, it is stated that ‘the fact 
that one has a private income from 
investments which he actively su- 
pervises will not deprive him of 
protection.’ The insurer’s conten- 
tion here would lead to the strange 
result that a bedridden professional 
man is not totally disabled from 
performing gainful work because 
he receives a substantial income 
from purchasing and selling stocks 
and bonds. 
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“In Equitable Life Assurance Co. 
of U. S. v. Neill, 243 F (2d) 193, 
the Company after paying to the 
insured, a dentist, disability bene- 
fits for almost twenty years discon- 
tinued doing so upon the ground 
that he was gainfully employed in 
other work. Suit by the insured 
followed. During the period of as- 
serted disability, this dentist be- 
came a partner with another in an 
automatic laundry equipment busi- 
ness in which he invested $10,000. 
After the business was operated as 
a partnership for several years, it 
was incorporated and the dentist 
made secretary and treasurer. 
Thereafter he sold his stock in the 
corporation for approximately 
$45,000.00. 

“During the time he was con- 
nected with this business he went 
to the office when he felt like it and 
there answered the telephone, occa- 
sionally wrote and signed letters 
and checks, and frequently approved 
purchase orders and consulted with 
his associate. For these intermit- 
tent activities he received no com- 
pensation and had no specific duties 
to perform. The Court held that 
the issue of total disability was 
properly submitted to the jury. 

“There is nothing in Anair v. 
Mutual Life Insurance Company of 


New York, 42 A. (2d) 423, cited by 
counsel for the Company which 
militates against the above con- 
clusion. In that case a lawyer suf- 
fered a nervous breakdown and was 
unable to pursue her profession. 
She then traded a farm which she 
owned for an apartment house and 
undertook to manage it. She was 
able to perform some but not all of 
the managerial duties and at times 
had to have the assistance of others. 
It was held that the question of 
total disability was properly sub- 
mitted to the jury. The Court there 
stated: ‘It is universally held that 
the fact that an insured receives in- 
come from his investments does not 
deprive him of his right of recovery 
under a total disability provision.’ ” 
(Dunlop v. Metropolitan Life Ins. 
Co. South Carolina Supreme Court, 
October 29, 1959). 


Mental Competency 


HE company brought an inter- 

pleader action to determine its 
liability to conflicting beneficiaries. 
One claimant was the wife and ad- 
ministratrix of the insured. The 
others were an illegitimate daugh- 
ter, Jean Childs, and another per- 
son, Thomas Swimp, whose rela- 
tionship was obscure. The question 
at issue was the mental competency 
of the insured in making a change 
of beneficiary shortly before his 
death. 

On March 1, 1955, he was ad- 
mitted to a hospital in Buffalo, 
New York, gravely ill from di- 
abetes, from some kidney disorder 
and from “cardiac insufficiency.” 
He grew steadily worse and died on 
April 1, 1955. On March 11 Jean 
Childs and Swimp visited him in 
the hospital, and at their request 
he executed a “change of benefici- 
aries” in their favor and in sub- 
stitution of his wife. This he did 
by making his mark upon a printed 
form prepared by the insurance 
company, which the two had fetched 
with them, and which was wit- 
nessed by an employee of the hos- 
pital. 

The administratrix produced a 
physician attached to the hospital 
who attended him almost daily, and 
who testified that “he probably 
could not have known what he was 
doing”; and more particularly that 

Continued on page 60 
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Continued from page 59 


he probably “did not understand the 
nature of his acts” on March 10, 
the day before he executed the 
“change”; but that the witness 
could not be sure. She also called a 
psychiatrist who, after consulting 
the hospital records of the condition 
of the insured, testified that he was 


satisfied that a man in the condi- 
tion these records described could 
not have comprehended “fully the 
nature of his acts or decisions.” The 
person who was the witness to the 
“change” testified on the other hand 
that to him the insured appeared 
“rational.” 

The Appellate Court reached this 
decision: 

“It is settled law in New York 
that the proponent of a testamen- 
tary disposition has the burden of 
proving the mental capacity of the 
testator. 
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Building and Loan Investments 
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INDIANA INSURANCE COMPANY 
Chartered 1851 
CONSOLIDATED INSURANCE COMPANY 
Organized 1955 


Home Offices 


Indianapolis, Indiana 


Condensed Financial Statements, December 31, 1959 


ASSETS 


Stock of Consolidated Insurance Company. ... 


Net Premiums in Course of Collection Under 90 


LIABILITIES 


Reserve for Losses and Loss Expense.......... 3,789,726.19 


Reserve for Federal Income and Other Taxes. . 


Voluntary Reserve ........... 


Bonds carried at Amortized Values and all other securities at market value as 
prescribed by the Committee on Valuation of Securities of the National 
Association of Insurance Commissioners. 


The Companies Write 


Automobile, Burglary, Fire and Allied Lines, General Liability, Homeowners, 
Inland Marine, Plate Glass, and Workmen’s Compensation Insurance 


Indiana Consolidated 
Insurance Co. Insurance Co. 
$ 1,074,997.89 $ 126,656.97 

9,307,744.22 1,862,138.21 

1,578,295.48 00 

1,415,076.10 .00 

.00 


1,560,906.48 
286,781.46 


$15,283,251.63 


105,071.92 
32,240.43 


$2, 126,107.53 





$ 6,813,532.58 $ 441,214.17 
227,347.64 
19,250.00 .00 

242,868.04 25,282.46 
300,000.00 750,000.00 
3,800,000.00 682,263.26 


317,874.82 00 





$15,283,251.63 $2,126,107.53 








“Matter of Morrison, 270 App. 
Div. 552, affirmed 296 N. Y. 652. 
Therefore we may not reverse the 
judgment unless we are satisfied 
that the claimants, Jean Childs and 
Swimp, so plainly proved that the 
insured had the required capacity 
to change the beneficiary that it 
was ‘clearly erroneous’ to hold 
otherwise. Just what is the measure 
of that capacity, the courts have 
found it impossible to state in gen- 
eral terms, and we shall not try to 
do so. However, the facts at bar 
are close enough to those in Matter 
of Morrison to make it a guide, if 
not a precedent. It seems to us too 
plain for extended discussion that 
we may not hold that it was ‘clear- 
ly erroneous’ to find that the claim- 
ants had not carried the burden of 
proving that the insured had the 
capacity required to ‘change’ the 
beneficiary. 

“If the appellants in fact believe, 
as apparently they do, that a physi- 
cian who is not a psychiatrist is not 
competent to give an opinion upon 
the issue of mental capacity in a 
federal court, they are clearly mis- 
taken. ... (citing cases) .” 

The opinion of Cyran would have 
been competent, even if he had not 
been a physician at all. The chal- 
lenge to the opinion of Levy rests 
upon the fact he had never seen 
the insured and had therefore de- 
pended upon the hospital records. 
However, these were plainly com- 
petent under #1732 of Title 28, 
having been made in the regular 
course of the hospital’s business. 

(Travelers Ins. Co. v. Childs, 
U. S. Court of Appeals, Second Cir- 
cuit, December 7, 1959) 


Veterans Affairs 


HE case of De Sinlao v. U. S. 

(U. S. Court of Appeals, Dis- 
trict of Columbia, November 6, 
1959) points out the respective 
fields of “administrative” law and 
“judicial” law. It seems that the 
Administrator of Veterans Affairs 
terminated payments of death com- 
pensation to the plaintiff since she 
was living with a man and repre- 
sented herself to be his wife, al- 
though she had not gone through a 
marriage ceremony. The Adminis- 
trator held that under these cir- 
cumstances she was “estopped to 
deny remarriage’ which would 
terminate the payments. 
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The Court of Appeals held that 
this decision could not be reviewed 
by the courts, since Congress spe- 
cifically provided that the Adminis- 
trator’s decision would be final and 
conclusive, and that no other official 
or any court of the United States 
would have the jurisdiction to re- 
view such decision. 


Wall to Wall Carpeting 


HEN a fellow becomes very 

successful and puts in expen- 
sive parquet floors in his house, (no 
connection with this column) in- 
variably his wife will cover them 
with wall to wall carpeting. This 
makes him wonder why he bothered 
in the first place because nobody 
sees the floor. Whether the carpet 
becomes a part of the realty is a 
question which reached the Supreme 
Court of Oklahoma. 
(Hartford Fire Ins. Co. v. 
et al., February 23, 1960). 

The owners of the house had the 
contents insured by the Hartford 
and the dwelling was covered by 
the New York Fire Insurance Com- 
pany. There was damage to the 
carpeting due to an explosion in 
the hot water lines. The question 
was whether the carpeting was 
personal property or had become 
part of the realty. 

The evidence shown as to the 
carpeting was: that the rug pad 
was cemented to the floor around 
the edges; that the rug was nailed 
with small cement nails under the 
molding where there was a small 
piece of wood nailed to the floor 
around the edges of the room; that 
the carpeting could be removed, 
but that some molding was replaced 
after the carpeting was removed. 

In holding that the carpeting was 
still personal property and the re- 
sponsibility of the Hartford, the 
court said: 

“Title 60 O. S. 1951, Sec. 7 pro- 
vides: ‘A thing is deemed to be 
affixed to land when it is attached 
to it by roots, as in the case of 
trees, vines or shrubs, or imbedded 
in it, as in the case of walls, or per- 
manently attached to what is thus 


Balch, 


tual or constructive annexation to 
realty, or something appurtenant 
thereto, appropriateness to the use 
or purpose of that part of the realty 
with which it is connected, and the 
intention of the party making the 
annexation to make a permanent 
accession to the freehold, must be 
considered.’ 

“The evidence as to whether the 
owners of the carpeting intended 
for it to become a part of the dwell- 
ing is negatived by their giving a 
real estate mortgage on the dwell- 
ing and not including the carpeting. 


OPEN THE DOOR 
TO RECORD 
SICKNESS AND 
ACCIDENT SALES 
With This New 
Prudential Booklet 


“Moment of Decision” is 
the name of a handy little 
booklet that carefully out- 
lines Prudential’s Sickness 
and Accident plans. You'll 
find that it can help you 
sell more Sickness and 
Accident insurance than 
ever before. Your clients 
will find that it provides 
them with the answers to 
many questions about this 
much needed form of in- 
surance. Use it to interest 
your clients in Prudential’s 
Major Medical and Hos- 
pital and Surgical plans— 
and the popular Prudential 
Income Protection Plan. 
This Income Protection 
Plan is non-cancellable 
and guaranteed renewable 
to age 65 for men, age 60 
for women, and has a 
guaranteed premium rate. 
“Moment of Decision” is 
another valuable sales 
aid that you can obtain 
through Prudential’s Bro- 
kerage Service. Just send 
this coupon for your free 
sample copy. 


“The question whether the car- 
peting in this case was personal 
property, or was so attached to 
dwelling that it became a part of 
it, must be decided by the manner 
in which it is attached along with 
other circumstances shown. We find 
from an examination of all the evi- 
dence on this subject that the man- 
ner in which it was attached is not 
of such a permanent nature as to 
make it a part of the dwelling. We 
also find that it was not intended 
by the plaintiffs that the carpeting 
become a part of the dwelling.” @ 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
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permanent, as by means of cement, , 
plaster, nails, bolts or screws.’ C) Please send mea LJ | would like to know more 
oe ‘ . 7 =. sample copy of about Prudential’s Brokerage ANDRESS 
In Gray v. Prudential Ins. Co. “Moment of Decision.” Services and how they can make F 
of America, 182 Okla. 342, 77 P/ 2d 
564, we held: ‘In determining whe- 
ther chattels become fixtures, ac- 
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Chart above illustrates the excess of losses incurred over 
premiums paid. For the years 1955-1959 aggregate 
claims under the N. Y. assigned risk plan exceeded total 


Statistics show that assigned risks in New York City and 
also those in the remainder of the state incur substanti- 
ally more claims for bodily injury than drivers insured 


premiums by almost $100,000,000. 


Assigned Risks 


Continued from page 41 


their records had a ratio of 50 
accidents per 100 drivers. A study 
in Texas showed a similar correla- 
tion between traffic violations and 
accidents. 

“(2) A second important feature 


by the carriers voluntarily. 


of the new proposals is the so-called 
‘Credit Supplement,’ which is de- 
signed to encourage companies vol- 
untarily to underwrite more of the 
Class 2 risks—that is, the young, 
male motorists under 25 years of 
age. Charles Robuck of the Na- 
tional Association of Independent 
Insurers outlines this proposal in 
his statement: 

“Here is the way the proposed 


credit supplement will work. Let’s 
take a company which writes 10 per 
cent of the private passenger car 
years in the state and which, there- 
fore, under the proposed plan will 
receive as its quota 10 per cent of 
the private passenger automobile 
assigned risk premiums. 

Once a company’s assigned risk 
premium quota has been established 
in accordance with the provisions 
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of the Plan, the company is then 
given premium credit in fulfilling 
this quota in the following manner: 

“1. For each private passenger 
risk other than Class 2 written 
through the assigned risk Plan, the 
company receives premium credit 
against its quota on the basis of its 
assigned risk premiums for the 
coverages provided in the Plan. 

“2. For each private passenger 
Class 2 risk written through the as- 
signed risk plan, the company re- 
ceives premium credit against its 
quota on the basis of its assigned 
risk premiums for the coverages 
provided in the Plan. 

“3. For each private passenger 
Class 2 risk written voluntarily the 
company receives credit against its 
quota in the amount of two times 
the Class 2 premiums for the cover- 
ages prescribed in the supplement.” 

Mr. Leslie continued, “(3) A 
third provision of the new proposals 
would also serve the public interest 
by permitting the managers of the 
Plan to call to the attention of the 
State Motor Vehicle Commissioner 
the records of certain applicants for 
the Plan when there is reason seri- 
ously to question the ability of the 
person to operate a vehicle safely 
or responsibly. Where the appli- 
cant has an exceedingly bad record 
or where there is a serious defect 
in his physical condition, the ad- 
ministrators of the Plan would ask 
the Motor Vehicle Commissioner to 
review the record of the applicant. 

“In some cases the Plan would 
also require that the applicant seek 
to be re-examined for his operator’s 

Continued on page 64 
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license in this State. Inasmuch as 
this provision would serve to en- 
courage the removal of the most 
dangerous Grivers from our streets 
and highways, the public would 
benefit. 

“(4) Another feature of the pro- 
posal for changes in the Plan is de- 


CONGRATULATIONS, © 


signed to cut down the high rate of 
turnover in the Plan. This turn- 
over rate is inflated by the fact 
that, under the present Plan, only 
a 30 per cent down payment is re- 
quired in order to purchase the in- 
surance. The balance may be paid 
at a later date. 

“Frequently, the balance is never 
paid, and some risks enter and 
leave the Plan within a matter of 
of months, contributing unduly to 
the cost of administration and 
falsely inflating the population. A 


UNITED LIFE 
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proposed change to the Plan would 
accomplish this by requiring a 100 
per cent down payment. 

“(5) The fifth and last aspect of 
the proposed change in the Plan is 
the matter of the missing section 
21, relating to the compensation of 
agents or brokers. The omission of 
this section from the proposals sub- 
mitted by the companies has been 
the subject of much comment and 
misinterpretation. 

“The vast majority of agents and 
brokers in this state are public 
minded citizens of the highest cali- 
ber. They have been and are cur- 
rently going to great ends to pro- 
fessionalize their occupation. They 
deserve the public’s confidence. 
There can be no doubt that this 
majority group of insurance ex- 
perts—the neighborhood insurance 
man to most people—are as con- 
cerned as any company executive 
over the problems presented to the 
insurance industry by this difficult 
Assigned Risk undertaking, an un- 
dertaking just shown to be the task 
of insuring the accident prone. 


Individual Negotiation 


“The omission of a specific com- 
mission section would open the 
way for each company to determine 
on individual negotiation with each 
producer what should fairly be the 
commission on this class of busi- 
ness. Clearly the present prescrip- 
tion that 10 per cent commission 
must be paid in each and every 
case for not only the initial policy 
but for all annual 
creating the ridiculous 
stance wherein 
companies are paying more in com- 


renewals is 
circum- 
many insurance 
mission for many assigned risks 
known to be accident-prone and 
high loss producers—than they pay 
in commission for the much larger 
group of voluntary and presumably 
profitable business. 

“We are not proposing or 
gesting that no commission or fee 
be paid for legitimate services per- 
formed. But the present system is 
preposterous important 
and far reaching legal reasons, we 
have felt that the elimination of the 
commission making no 
rule on it one way or the other- 
would enable substantial equity to 
be done in this area.” @ 
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Aid to Aged 
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which has the drawback it would 
interfere with “human values and 
dignity” as the elderly people 
“maintain themselves as human in- 
dividuals,” and the voluntary route 
which puts “the Federal Govern- 
ment in the position of sharing 
with the individual and State gov- 
ernment any cost which the indi- 
vidual cannot meet according to 
his means.” Bills covering each of 
the three approaches have been 
prepared, Forsythe said, but the 
Department had not decided at 
that time which bill to submit to 
Congress and the President. 

But adding to the confusion is 
the political drive toward the No- 
vember election of a new U. S. 
President. Since medical aid for 
the aged has won a spot as a major 
political issue for the campaign, 
every candidate must endorse an 
existing proposal or create his 
own. These are following the com- 
pulsory or voluntary patterns with 
various variations. Major sources 
of proposals are: 

U. S. House of Representatives. 
Early this year, Representative 
Forand reintroduced his four-year- 
old proposal for adding medical 
benefits to Social Security and pay- 
ing for them by increasing the 
OASI withholding tax. The House 
Ways and Means Committee voted 
against submitting the Forand bill 

Continued on page 66 
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to the full House. Backers of this 
measure are reported to be seeking 
support to bring the bill up for a 
House vote despite the committee’s 
action. 

U. S. Senate. Two parts to the 
action here. One is Senator Mc- 
Namara’s Subcommittee on Prob- 





lems of the Aged and Aging, which 
held hearings last year and issued 
a special report recently. Their 
recommendations cover more than 
the health care question, but they 
are strongly on the “compulsory” 
side. 

“The use of the social security 
system for retirement income is a 
well-established American princi- 
ple,” the Subcommittee report in- 
sists, “and now covers almost 10 
million aged beneficiaries. Its ex- 
tension to include the financing of 
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medical care for older persons 
would be relatively inexpensive to 
administer. 

“In the administration of the 
program, consideration may be 
give to the employment of private, 
nonprofit health insurance groups 
and to cooperative arrangements 
with State and local health and 
welfare agencies. 


Proposed Benefits 


“The benefits to be considered 
under such a system of financing 
should include diagnostic and pre- 
ventive health services, treatment 
for acute and chronic illness, and 
rehabilitative services,” suggests 
the Subcommittee. 

In the Senate also, several bills 
have been introduced, the most 
widely publicized stemming from 
eight Republican senators. Their 
plan avoids Federal ‘‘compulsion” 
by turning the problem back to the 
States and offering Federal back- 
ing for State plans. The States 
would contract with private insur- 
ance carriers or service organiza- 
tions to finance medical care for 
for the 65 and over. The State, 
with Federal financial help, would 
subsidize the program by making 
up the difference between the full 
premium and the rate to be paid 
by the insureds. 

Other Congressional proposals 
are too numerous to list individu- 
ally. One reported compromise plan 
before the House Ways and Means 
group involved a ‘‘personal op- 
tion.” Social Security pensioners 
would choose between hospitaliza- 
tion insurance as part of their 
OASI benefits or an increase in 
their regular OASI cash payments. 
OASI taxes would be increased to 
pay for this option. 

The Administration. Under this 
heading come plans by both Presi- 
dent Eisenhower and the Depart- 
ment of Health, Education and 
Welfare. The President has placed 
himself on record as opposed to the 
“compulsory” approach; i.e. in- 
creasing OASI taxes to pay for 
medical benefits. He has said he 
favors a “voluntary” approach in 
which the aged would have a choice 
of types of benefits as well as se- 
lection of the amount they would 
pay. 

Although the experts at HEW 
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have submitted one plan to the 
President, he has rejected it. Now 
HEW Secretary Flemming is re- 
ported ready to take another plan 
to the White House. News reports 
indicate this latest Administration 
plan would: provide hospitalization 
or nursing home care, have insured 
persons pay premiums on a sliding 
scale starting as low as 50 cents 
a month, have state and federal 
funds make up the rest of the 
costs, have a deductible which 
would vary with the income of the 
insured. 

To illustrate the extent of the 
65 and over population, THE SPEC- 
TATOR presents, on page 68, the 
latest Bureau of Census figures on 
this age group in each state and 
region with rate of change since 
1950. 

Of the non-governmental groups 
which have spoken out on the issue 
of medical care for those 65 and 
over, insurance carriers and the 
American Medical Association have 
been strongest in opposing the 
“compulsory” or Forand approach, 
while labor unions have led the 
forces favoring the Forand bill. 


Forand Expensive 


Insurance carriers. Spokesmen 
have condemned the Forand mea- 
sure for many reasons, one being 
that it would be so expensive. Pru- 
dential Vice President Day listed 
these costs recently: 

“To provide the benefits pro- 
posed (in the Forand measure) to 
the limited group (covered) would 
cost over $2 billion the first year 
and between $6 billion and $8 bil- 
lion by 1980. It would mean that 
Social Security costs would in- 
crease by 26 per cent on the long 
term basis. Where Social Security 
will cost nearly 9 per cent of pay- 
roll by 1969, just as it now stands, 
the Forand bill would bring the 
over-all cost to 11 per cent of tax- 
able payroll.” 

Nearly 44 per cent of the 65 and 
over population now has some 
health protection. Many of the in- 
dividual carriers have done much 
to expand coverage to this group. 
Robert Neal, general manager of 
the Health Insurance Association, 
reported last month: 

“At least 175 companies con- 
tinue individual policies beyond 
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age 65, and more than 100 com- 
panies renew such policies for 
life. 

“More than 25 companies write 
guaranteed renewable policies for 
the lifetime of the insured. 

“Many companies have volunta- 
rily restricted their right to re- 
fuse renewal of existing business 
because of the physical deterio- 
ration of the health of the in- 
sured. 

“Some 120 companies issue new 
policies on an individual basis to 


persons 65 years of age or older. 
Many are guaranteed renewable 
and for life. 

“A number of companies now 
offer policies which become paid 
up at age 65.” 

Also last month, one company 
opened the way for over 65 health 
protection to two million workers. 
The Prudential made a blanket 
offer to several thousand firms 
holding the carrier’s group health 
insurance contracts to provide 

Continued on page 68 
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fluence to gain passage of the MIDDLE ATLANTIC: TOTAL. 
‘# era : : New York 

Forand measure, but have not in- New Jersey 

dicated what type of program Pennsylvania 

they would favor if that bill is 

definitely defeated. 
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Indiana 


New York Bill Illinois GE pres ee 
Michigan 


There may be some significance Wisconsin 
in the fact that recently labor 
leaders in New York State op- 
posed a bill before the state legis- 
lature which would have extended 

‘ . North Dakota 
group health plans to retired em- South Dakota 
ployees. The New York measure Nebraska 
would have required health and Kansas 
welfare plans to extend their ben- SOUTH ATLANTIC: TOTAL.. 
efits to the retired group, and +21, 
thus the union programs would aryle +22. 
have been faced with the added yar pigdine- crane ng 
responsibility for this section of West Virginia +2]. 
the 65 and over group. North Carolina : +28. 

American Medical Association. aueen Caneeree an 
The doctors’ organization has Wieride +93. 
stated strongly, “Any legislative 
proposal which calls for a com- EAST sete CENTRAL: TOTAL te pn 
pulsory tax, the revenue from Tennessee... sso 377 9. 
which will be used to purchase Alabama 241 +23, 
health care benefits, is compul- Mississippi 174 +17. 
sory health insurance. The AMA WEST SOUTH CENTRAL: TOTAL 1,285 +25, 
is opposed to national compulsory Arkansas 1 +27, 
health insurance in any form.” a 

Will the present furor do much +99. 
to increase medical care for those 
65 and over? There is no Congres- = 
sional proposal announced so far 56 +29. 
which could be passed by both tyomi +36. 
the House and the Senate and be mete von 
signed by the President. The lead- ee ee #71. 
ers in Congress want a bill with J +30, 
some measure of compulsion. The +33. 
President has indicated such a PACUPIC: TOTA +30 
measure would not receive his ap- Washington +29. 
proval. gon. . . : +30. 

The fact that effective legisla- California +32. 
tion probably can not be enacted OUTLYING AREAS: 
into law this year should give pri- Alaska +35.5 . np 
vate carriers a bit more time to a Rico pi " a 
expand and improve their protec- 
tion for the 65 and over group. @ 1Alaska and Hawaii not in Total U.S. Source; U.S. Bureau of the Census 
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CONTRACTS, POLICIES 


Income Protection Policy 
Gives Choice for Renewal 


Insured may select guaranteed renewable contract 
or more limited clause with lower premium 


Ohio State Life has released a 
number of new A&H contracts. 
Included are three male disability 
income protectors. An _ unusual 
feature is that all three are iden- 
tical in language, benefits, provi- 
sions and definitions. The single 
difference lies in the renewable 
clauses. The insured may select 
a policy non-cancellable to age 65 
with a guaranteed premium. Or 
one guaranteed renewable to 65 
with right for the company to 
adjust premiums by class. Or re- 
newable to age 65-at option of 
the company. All three policies 
allow renewal to age 70 if the in- 
sured continues full-time employ- 
ment. 

Income coverages range up to 
$400 on all three policies. Elim- 
ination periods of from seven to 
365 days may be selected. Income 
will be paid for varying periods 
from a year up to age 65. 


For Further Information Circle 246 on Card 


Package for Retailers 
“Retailer’s Safeguard” is a new 
commercial package policy devel- 
oped by Centennial Insurance of 
the Atlantic companies. The pol- 
icy offers the advantages of the 
Homeowners form to retail stores. 
It is a broad contract combining 
fire, burglary, transit and public 
liability coverages in one policy 
with a single premium. Plan has 
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WHAT THE NUMBERS MEAN 


If you would like more information about one or 
more of the policies or lines reviewed here, circle 
on the card between pages 76 and 79 the number 
or numbers following those items. Write your name 
and address on the card and drop it in the mail. 


been approved in Ohio and Penn- 
sylvania. Filings are planned for 
additional states. 


For Further Information Circle 247 on Card 


New Group Medical 


Massachusetts Mutual Life has 
announced a new solution for em- 
ployers faced with ever rising 
costs of group medical care plans. 
A planned Protection program 
gives “middle level’ coverage, 
more extensive than basic group 
plans but not as costly as major 
medical. 

Medical expenses are covered by 
category. This permits the em- 
ployer to control costs more ef- 
fectively. He can adjust or elim- 
inate coverages when costs rise 
beyond the amount allocated for 
this part of an employee welfare 
program. 

Substantial maximum benefits 
are paid. The hospital expenses 
maximum is $5,000 per illness. 
Doctor visits, miscellaneous medi- 
cal services, and_ prescription 
drug and medicines each have a 
$1,000 maximum per illness. In 
major medical expense insurance, 
the maximum limit applies to all 
categories. Under Planned Pro- 


tection, such a maximum applies 
separately to each major category. 
Hence deductible amounts can be 
used more effectively. 

Planned Protection’s surgical 
schedule is based on the Schedule 
of Relative Values recently pub- 
lished by the Society of Actuaries. 
Purpose of the schedule is to set 
up appropriate relationships be- 
tween fees charged for surgery. 
Various dollar values and result- 
ing maximum amounts meet geo- 
graphic differences in surgical 
costs. 


For Further Information Circle 248 on Card 


Horse Mortality Insurance 


Thoroughbred horses can now be 
insured for mortality with an 
American carrier, Preferred Insur- 
ance. Claims are settled at local 
district service offices. Rates are 
in line with foreign insurers. Dis- 
counts for complete stables offer 
savings of about 12 per cent. 


For Further Information Circle 249 on Card 


Sentry Auto Policy 

Hardware Mutual’s new deviated 
rate Sentry auto policy is available 
now in 13 states and filings have 
been made in 30 more states. 
Rates are for a full year, and may 
not be increased at the end of six 
months because of traffic convic- 
tions or claims. 

The Sentry adds no extra pre- 
mium for private passenger auto 
owners who drive to and from 
work. Claims by policyholder’s rel- 
atives are not excluded, as they 
may be in other new “package” 
policies. Second car and compact 
car discounts are combined. 


For Further Information Circle 250 on Card 


Low Cost for Young Families 

Young families with limited 
budgets can now buy permanent 
life insurance with initial low-cost 
payments. Plan is offered by Con- 
necticut General Life. Policy in 
the first year costs 25 to 50 per 
cent less than the annual premium 
for a regular ordinary policy. 

A man age 30, for example, pays 
about $165 for $10,000 of ordinary 
life with Connecticut General. Un- 
der the graded premium plan, such 
a policy would cost only $58 the 

Continued on:page 70 
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CONTRACTS,POLICIES 


Continued from page 69 


first year. Premiums then go up 
every year for five years. After 
that they level off at a cost slightly 
higher than for a regular ordinary 
plan. 


For Further Information Circle 251 on Card 


A&H for Impaired Risks 
Victims of serious health im- 
pairments will be insured by 
Aetna Life under a new program. 
Hospitalization expenses and 
monthly indemnity benefits are 
offered to people previously re- 
garded as uninsurable. All acci- 
dents or illness are insured, in- 
cluding a lower level of benefits 
for the policyholder’s particular 


BANKERS 





out in front 


A Bankerslifeman is our contact with the public. 
The impression he creates is a reflection upon him- 
self ... our Company ... and the entire insurance 
industry. He is truly the man who is “out in front.” 


This is why we carefully choose and thoroughly 
train every Bankerslifeman. He is taught to take a 
professional view of his work—service becomes his 
watchword. He is given a thorough knowledge of life 
insurance and its many uses so he may have both the 
desire and the skill to give competent counsel and 


service. 


A Bankerslifeman knows he is “out in front” in 
another way—he knows his Company is one of the 
true pioneers in developing new ideas to fit the chang- 
ing needs of the public. He is proud to say he was 
the first to carry the now popular Guaranteed Pur- 
chase Option and the Wife Protection Rider in his 


brief case. 


DES MOINES, IOWA 





COMPANY 





disability. The insurance will be 
issued after recovery periods 
which vary with the impairment. 
The hospitalization portion of the 
coverage is available at all ages. 

Cost varies depending on 
whether the insured has a mild, 
moderate, or severe case of the 
disease. Illnesses covered include 
cancer, heart disease, tuberculo- 
sis, diabetes, epilepsy, high blood 
pressure, ulcers, kidney ailments, 
and nervous disorders. 

Plan has been approved in all 
states except New York and Mas- 
sachusetts. 


Ordinary Mortgage Riders 

Three new mortgage protection 
riders for 15, 20 or 25 years are 
offered by Colonial Life. These 
riders are included with ordinary 
policies only. They are mortgage 
repayment plans consisting of re- 
ducing term. Initial amount for 
each unit is $1,000. For the plan 
which reduces over 15 years, pre- 
miums must be paid for only 12 
years. The 20 year plan requires 
premium payments for 16 years. 
The 25 year plan carries premiums 
for 20 years. 


For Further Information Circle 252 on Card 


Contracts and Policies Notes 


AMERICAN NATIONAL, Galveston, 
Texas, has reduced rates on its 5 
and 10 year convertible term poli- 
cies. 

LOYAL PROTECTIVE LIFE has 
added liberal features to its Pro- 
fessional Overhead Expense policy. 
The premium is now waived after 
four months of total disability. 
Also, policy is guaranteed renew- 
able to age 65 with premiums ad- 
justable on a class basis only. 
After age 65, the policy is renew- 
able with the consent of the com- 
pany. 

COASTAL STATES LIFE has de- 
clared a cash dividend of 15 cents 
per share and a stock dividend of 
10 per cent. 

LIFE OF VIRGINIA has declared a 
stock dividend based on one new 
share for each 24 shares outstand- 
ing. 

SuRETY LIFE, Salt Lake City, 
Utah, plans to issue 10,000 addi- 
tional shares of common stock. 

GREAT AMERICAN has been ad- 
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mitted to Argentina and will write 
fire, marine and casualty insurance. 
Company is a member of the Amer- 
ican Foreign Insurance Associa- 
tion. 

PREFERRED INSURANCE, Grand 
Rapids, Mich., has been admitted 
to Massachusetts and New Hamp- 
shire, and now operates in 40 
states. Company recently began 
writing inland marine in addition 
to multiple line coverages. 

FIDELITY-INTERSTATE LIFE has 
been licensed in the State of 
Washington. Company operates 
throughout the East. 

AMERICAN LIFE CONVENTION has 
added Girardian, Dallas, and 
Northern Life Assurance, London, 
Ontario, as new members. Total 
membership is now 286 companies. 

NATIONAL LIFE ASSURANCE, To- 
ronto, Canada, has joined the Life 
Insurance Association of America. 

OLD EQuITY LIFE has broadened 
its health insurance to pay bene- 
fits anywhere in the world. Treat- 
ment by a licensed chiropractor is 
also covered. 

PRAETORIAN MUTUAL LIFE has 
raised to 4 per cent the interest 
paid on dividends left to accumu- 
late and advance premiums. 

PRUDENTIAL will now pay triple 
indemnity on weekly premium and 
monthly intermediate policies for 
most deaths occurring as the result 
of auto or common carrier acci- 
dents. 

SOUTHERN EQUITABLE LIFE, Lit- 
tle Rock, Ark., has introduced an 
open-end mutual fund in four 
Southern states. Fund for variable 
annuities is called the Insurance 
and Bank Stock Fund, Inc. 

STATE MUTUAL LIFE has reclassi- 
fied more than 400 occupations, to 
be underwritten as standard risks. 

SUN LIFE of America has added 
to its portfolio a 15-year converti- 
ble term, a convertible term to age 
65, and a new reducing term policy 
conforming with a conventional 6 
per cent mortgage. 

UNITED LIFE AND ACCIDENT has 
increased to 44% per cent the dis- 
count for premiums paid in ad- 
vance. 

WOLVERINE INSURANCE, a mem- 
ber of the Tower group, now writes 
certain classes of fire business in 
Michigan at rates 15 per cent less 
than the bureau rates. Deviation 
went into effect April 1. @ 
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THIS COULD 
oe YOU... 


\\ 


. . . setting out to see a client or a prospect, delivering a policy, 
answering a call from an assured who has had a loss. In other words, 


ei 


you functioning in your professional capacity of Local Agent. Your 
three watchwords are Knowledge, Experience and Service. You 
are a first citizen of your community. As such, we salute you— 
and invite you to join our agency “family.’’ Why not write us. 


Writing FIRE and ALLIED LINES 
**In the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C 
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...and a decade of new opportunities 
for Western and Southern Fieldmen 


Western and Southern Life, in the fifties, reached outstanding 
heights in service and growth. Today, at the threshold of the 
SIXTIES, it serves its millions of policyholders from coast to 
coast, with increased dedication and purpose. Broadening of 
insurance markets, acceleration of field training programs and the 
introduction of new and better selling tools are a few of the reasons 
why Western and Southern Fieldmen can look to the SIXTIES as 
a Decade of New Opportunities. 


THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 


CINCINNATI, OHIO +» A MUTUAL COMPANY -+ WILLIAM C. SAFFORD, PRES. 


REGIONAL OFFICES: 


Philadelphia, Pa. e Jacksonville, Fla. e Asheville, N.C. ¢ St. Louis, Mo. e Houston, Texas e Los Angeles, Calif. | 
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PRODUCT FEATURE 


Automatic Processing for Group A&H 


REPARING group A&H claim 

reports and statistics has been 
made almost completely automatic 
at Mutual of New York. Four cop- 
ies of every benefit payment check 
are made. At the same time, the 
voucher, policyholder’s ledger, a 
register of transactions 
punched cards are prepared. Ac- 
curacy of every posting is proven 
as it is made. These new methods 
are reported to have cut an esti- 
mated 20 per cent of the work. 


and 


Steps Eliminated 


Previously, a copy of the claim 
check and voucher had to be sent 
to the tab department, where cards 
were punched and a tab list of 
check totals run. This then had to 
be returned to group claims for 
balancing and verification. In addi- 


tion, ledger cards for each policy 
had to be brought up to date. The 
audit and treasurer’s departments 
had to be told of claims activity. 
All these steps are now done in a 
single operation of data processing 
equipment. Also claim information 
can be analyzed much faster. 


Equipment Used 


Equipment to do this consists of 
two Burroughs Typewriter Ac- 
counting Machines, connected to 
two card-punching machines. Ap- 
proved claim worksheets are routed 
to the clerks who operate the ma- 
chines. From the sheet the clerks 
machine-write the check, voucher, 
policyholder’s ledger and a claim 
Tab cards are created as 
(see forms illustra- 


register. 
a by-product 
tion). 


























From the claim worksheet (upper left) MONY's group claims depart- 
ment simultaneously prepares the following: Transaction register, 
policyholder's ledger, group benefit check and voucher. Cards are 
punched automatically for subsequent reports and statistics. In 
this illustration checks are furnished for insured, for hospital and 


for doctor. 
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This machine, one of two in- 
stalled by Mutual of New York, 
speeds the processing of claims 
under group accident and health 
policies. 


Constant information, such as 
year of birth and type of plan, is 
fed into the machine only once. 
Hence only variables need to be 
machine-written. This is particu- 
larly valuable in handling a claim 
which calls for several checks, such 
as one to the insured, another to 
the hospital, and a third to a doc- 
tor. All zeros are automatically 
printed and punched. 


Machine Stores Totals 

Of the four check copies, the 
origina] is sent to the payee. One 
copy is held as a voucher. Another 
is sent to audit. And the last copy 
is mailed to the policyholder. To- 
tals store in the machine and print 
on the register after all checks 
have been written. The total of 
payments is sent daily to the trea- 
surer’s office for cash control. The 
same totals go to the audit depart- 
ment for date and to-date business 
activity records. 

Once a week punched cards and 
proving totals are sent to the tab 
department. Here premium claim 
ratio reports and policyholder sta- 
tistics are processed.@ 
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PRODUCTS,SERVICES 


CCH Booklet Explains New 


RulesonExpenseAccounts 


Stricter records are required for expenses 
to be claimed for 1960 and succeeding years 


A booklet titled “What to Do 
about Expense Accounts in 1960” 
has been published by Commerce 
Clearing House. It explains the re- 
porting and record-keeping require- 
ments for both employers and 
workers. The full text of the new 
Internal Revenue rules about ex- 
pense accounts is given. 

The booklet also shows sample 
expense accounts forms and an en- 
tertainment expense record con- 
forming to law. A sample work- 
sheet for employees’ auto expenses 
is shown. Included is a convenient 
check list of what is and what is 
not deductible. 


For Further Information Circle 12 on Card 


Afco Offers Operating Kit 


For the independent agent seek- 
ing premium budgeting facility for 
his insureds, Afco offers its Oper- 
ating Kit free. Afco enables agents 
to combine in a single account all 
1, 3 and 5-year policies of more than 
480 fire and casualty companies. 

In addition, agents can use Afco’s 
Signature Program for policies of 
non-subscribing companies, includ- 
ing Lloyd’s London. Annual install- 
ments of term business written 
under a company installment pay- 
ment plan can also be budgeted. 
Afco takes care of bookkeeping and 
collection problems, and agents 
receive full premiums in cash 
promptly. 

The kit contains all necessary in- 
formation, operating forms, easy- 
to-use rate table and list of sub- 
scribing companies. Samples of 
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folders, available at no cost to 
agents for direct mail purposes, are 
also in the kit. 


For Further Information Circle 13 on Card 


Traffic “Dishonor” Continues 


There were 900 more deaths and 
more than 50,000 additional injuries 
on U. §S. highways in 1959 than in 
1958, according to Travelers In- 
surance. Fatalities climbed to 37,- 


USE REPLY CARD ON PAGE 77 


For more information on one or more of these 
items, tear out the reply card. Circle on it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely tells 
the supplier that you want, without obligatiion, more 
information about his product or publication. 


600 and more than 2,870,000 were 
injured as a result of automobile 
accidents. 

These figures were released by 
Travelers in its annual highway 
safety booklet, entitled this year, 
“The Dishonor Roll.” More than 
3,000,000 copies of the booklet are 
being distributed throughout the 
country. 

By far the single biggest cause 

Continued on page 76 





Processes Random Data 


On the new RPC-9000 computer, data is accepted for process- 
ing in random order. All affected records are automatically up- 
dated in a single sequence. Transistor operated, the RPC-9000 
is the latest product of Royal Precision Corporation. The system 
handles all types of insurance operations. 


The basic system includes a central processing and control unit, 


a tape file, and input-output tape typewriter system. 


Informa- 


tion can be entered into the computer from punched paper tape, 
punched cards, or through the typewriter keyboard. Forty-three 
“commands” give programming flexibility. No binary conversion 


is necessary. 


For Further Information Circle 14 on Card 
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The revolution in dictation starts with Stenorette° 





Fully Transistorized Stenorette-T with either dictating or transcribing = ode es 


Junk costly cylinders—and one-shot belts and discs 


One re-usable Stenorette Tape outlasts thousands of these relics 


Why put up with time-consuming dictating 
methods? Talk on tape—the modern way 
—with a Stenorette-T. 


Stenorette-T is fully transistorized for 
instant use—the fastest, easiest machine 
you can use. No frantic fingering. No 
embarrassing mistakes. One-button 
“‘mike-center” control lets you dictate, 
backspace, review .. . and, if you say it 
wrong, erase as you say it again right / 

Your secretary transcribes faster too. 
No pre-listening for errors. There are none. 
She types it right the first time. Automatic 
Voice Control gives her uniform play-back 
at all times. No sudden shouts or whispers! 


You get big mileage out of Stenorette 
magnetic tape. Each reel or magazine gives 
you up to 45 minutes of continuous dic- 
tation. ..and you use it over and over again. 

And, remember, a complete Stenorette 
system—fully coordinated for both dic- 
tating and transcribing with desk models 
for your office, portables in the field- 
costs you half that of other systems. 

No other machine compares in cost, 
quality or features. Ask for a revealing 
15-minute demonstration (and free trial 
in your Own Office) . . . the quickest way to 
learn all the facts about the revolution in 
dictation that starts with a Stenorette. 


bull Stenorette’ 


—more DeJur- Grundig Stenorettes are sold in the United States than all other magnetic dictating machines combined. 


Stenorette* 
COMPANION. 
Battery-powered 
Portable. Fully tran- 
sistorized. 45 min. reel 
Fully compatible with 


desk-model Stenorette 4 99 50 
Only Fer 


DeJUR-AMSCO Corporation, Business Equipment Div. 
Northern Bivd. at 45th St., Long Island City 1, N. Y 
Send booklet about the revolution in dictation C) 
Have your representative call for a demonstration CJ 











For Further Information Circle 42 on Card on Wan 77 
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Continued from page 74 


of accidents resulting in death or 
injury was speed. More than 43.1 
per cent of the deaths and 38.8 per 
cent of the injuries were blamed 
on speed. Second biggest killer was 
the driver on the wrong side of the 
road who was blamed for 15.9 per 
cent of the deaths. Single copies of 
“The Dishonor Roll” are available 


free. 
For Further Information Circle 15 on Card 


Tutor Cuts Training Time 


The Atronic Tutor is an auto- 
matic teaching device made by Gen- 
eral Atronics Corporation. The ma- 
chine is a mechanical unit about 
the size of a small adding machine. 
It presents text material to the stu- 
dent or trainee at a rate correspond- 
ing to his ability to absorb it. The 
Tutor also tests the student, and 


measures his progress. 

The Tutor-Text contains the sub- 
ject matter organized in a series 
of graded steps. A question or 
problem and a set of alternative 
answers appear on each page. After 


reading the page, the student an- 
swers the query by pressing the ap- 
propriate key at the base of the 
Tutor. If he is right, the page 
turns. If not, the Tutor waits till 
he chooses the correct reply. 


For Further Information Circle 16 on Card 


Answers to CPCU Exams 
Answers to the 1959 examina- 

tions of the American Institute for 

Property and Liability Underwrit- 








UNITED STATES 
CASUALTY COMPANY 


ers are now ready in booklet form. 
Answers to all questions are given, 
although candidates can make 
choices in taking the test. The 
booklet is useful as a guide to the 
type of questions asked. 


For Further Information Circle 17 on Card 


Booklet Aids A&H Sales 


“The Battle of Bunker’s Bills”’ is 
a cartoon booklet issued by Re- 
search & Review Service. Drawings 
tell a lively story of Bob Bunker's 
battle with some hospital bills. It 
is designed as a sales aid for A&H 
insurance. Reductions on quantity 
orders. 


For Further Information Circle 18 on Card 


Farm Insurance Explained 


A new color film shows the types 
of insurance needed by a farm own- 
er. Called “Insurance—From the 
Farmer’s Side of the Fence,” the 
movie has been released by the Na- 
tional Association of Mutual In- 
surance Companies. Fire, extended 

Continued on page 79 


Pike Ste ring { 


on Cilver 


When Woodmen Accident and Life Company recently entered 
upon its seventieth year, its philosophy and aspirations were 
restated by the President, E. J. Faulkner, in these words: “Ever 
since our Company was founded in 1890, it has sought to earn 
and deserve the reputation of being a good company with which 
to insure. We work to assure that The Protecting Hand emblem 

on our policies of life and health insurance is a hallmark of 
quality,like sterling on silver. For seven decades, the Company's 
guiding purpose has been to provide sound protection and re- 
liable service at reasonable cost. That is our purpose today.” 


Career opportunities for men who seek success in the personal 
insurance business are brighter with Woodmen Accident and 
Life Company because of its unusual financial strength, modern 
and complete coverages, long history of outstanding performance, 
and program of field representation through carefully trained, 
locally-established specialists in life and health insurance. For 
complete information, write to L. J. Melby, Vice President and 
Director of Agencies 


Ce. Accident 
and Life Company 


Lincoln, Nebraska einem 
A Mutual Legal Reserve Company Established 1890 
All forms of LIFE—HEALTH—ACCIDENT—HOSPITAL—MEDICAL AND GROUP INSURANCE 


Home Office 
60 John Street, New York 38, N. Y. 


Casualty - Fire - Marine - Surety 














E. J. Faulkner 
President 
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Ga MAIL THIS CARD 


for information about numbered 
items under "Products and Services,” 
“Contracts and Policies" and "Bookshelf" 


more 


Executives Bookshelf 


Medical Care for Older People 


A broad study, “Ensuring Medical Care for the Aged,” 
has been written by Mortimer Spiegelman for the Pension 
The book presents a wealth of data on 
economic and health status of the aged and the extent of 
care expenditures, The author is an associ- 
ate statistician for Metropolitan Life. He is a fellow of 
the Society of Actuaries and of the American Public Health 

ciation, and an authority on population and medical 


Research Council. 


medical 


thell 


itistics. 
The be { 


with medical 


kk stresses that any device to help older people 
must be flexible. Such flexibility will 
adapt readily to rapid changes in the population and in 
compulsory program,” the author 
dds, “geared to conditions current at its start, depends 
ipon legislation and political expediency for its adjust- 
ments.” 
The Pension Research Council is an agency of the Whar- 
Richard D. 
published “Ensuring Medical Care for the Aged” 
Council. 270 pages. $5.75. 


For Further Information Circle 278 on Card 


costs 


medical sciences. “A 


School of the University of Pennsylvania. 
Irwin 
for the 


Housing Issues Affect Economy 


National Bureau of Economic Research has published a 
new study of housing issues in our national economy. Book 
is titled “Housing Issues in Economic Stabilization Policy.” 
It is essentially an appraisal of the 1953-1957 record of 
governmental housing credit policies, but does bring in 
effects of mortgage lenders and interest 


the rates on 


Continued on next page 
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Bookshelf (Continued) 


housing. The author is Leo Grebler of the University of 
California, 129 pages. $1.50. 


For Further Information Circle 279 on Card 


V.P. for Revolution 


The autobiography of Murray D. Lincoln, president of 
Nationwide Insurance and leader in the cooperative move- 
ment, has been published by McGraw-Hill Book Company. 
David Karp, novelist and TV script writer, is given credit 
for writing the book. 

Title of the book is “Vice President in Charge of Rev 
lution.”” The work describes Mr. Lincoln’s business caree: 
from his start as a New England county agricultural agent 
to president of a complex of 15 business enterprises. 350 
pages. $3.95. 


For Further Information Circle 280 on Card 


Directory for Aerospace 


A “who’s who” type of publication, “Space Directory,” 
will list key personnel and organizations engaged in aero- 
space work, and a cross-reference of people working in spe- 
cialized fields. Assisting the author, Shirley Thomas, in 
compiling the book is the Space Directory Committee whose 
chairman is Maj. Gen. H. N. Toftoy, USA. Members in 
clude Lt. Gen. James Doolittle USAF (Ret.) and Senators 
Bridges and Symington. 

Book is scheduled for publication in the fall of 1960 a 
the first of a series on aerospace. Chilton Book Division is 
the publisher. 


For Further Information Circle 281 on Card 
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Continued from page 76 


coverages, liability and crop hail 
are explained for the farm property 
owner as well as for the general 
public. 

The 16-mm sound and color 
movie was produced at Iowa State 
University. Prints are available for 
either rent or purchase through 
NAMIC. Rental or preview service 
charge is $5. 


For Further Information Circle 19 on Card 


Punches and Prints Tape 

A teletypewriter that prints a 
message on a standard punched 
tape is offered by the Telautograph 
Corporation. Machine is a full- 
capacity teletypewriter called the 
Olivetti Printing Reperforator. In 


both sending and receiving, it pre- 
pares a conventional, fully-perfo- 
rated, five-channel tape. At the 
same time, the machine prints a 
typewritten message between the 
feed holes of the tape. The tapes 
produced are the first printed-and- 
perforated media that can be used 
with either optical or 
tape readers. 

The Olivetti reperforator is ap- 
proximately the same size and 
weight as an electric typewriter. 
It is less than half the weight of 
conventional teletypewriter ma- 
chines. One model is an on-line 
machine for receiving only. An- 
other model is for off-line use in 
tape preparation. 


electronic 


For Further Information Circle 20 on Card 


Power-Blok Safeguards Tools 


A new lock called Power-Blok 
prevents unauthorized use of saws, 
lathes, and other power tools. Chil- 
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dren are protected from injury and 
tools are protected from damage. 
The device slips on the prongs of 
a power cord and is locked with a 
key. It can be used in homes or 
on construction sites. Power-Blok 
can also be used to protect valu- 
able record players, Hi-Fi sets and 
delicate instruments of all kinds 
that are powered by electricity. 
Maker is Hurd Lock & Manufactur- 
ing Company. 


For Further Information Circle 21 on Card 


Over-the-Floor Wiring 


Electrical cutlets can be placed 
in the middle of a room now with 
Electriduct. A casing for electric 
wires, Electriduct is made of hard 
rubber and lies nearly flat on the 
floor. Equipment on casters rolls 
over it easily. 

After being pluggeed into a wall 
outlet, Electriduct is simply laid on 
the floor wherever an additional 


Continued on page 80 














Running out of referred leads? 
Need a new center of influence? 
Ask about General Agency opportunities 
with 
ULLICO 


The center of influence in the trade union market 


For additional information write to: 


Peter J. McDonald 


Assistant Agency Manager 


THE UNION LABOR LIFE INSURANCE COMPANY 


200 East 70th St., New York 21, N. Y. 
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outlet is desired. The expense of 
tearing up the floor for new wir- 
ing is eliminated. Straight stand- 
ard lengths are available in 4, 5, 6, 
and 10 ft. units. Free literature is 
available from the Electriduct Di- 
vision of Ideas, Inc. 


For Further Information Circle 22 on Card 


“These might perk him up, 
sion scale) would perk him and the business up too!” 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 


Safety Measures for Schools 


New edition of “Is Your Student 
Housing Fire Safe?” has been pub- 
lished by the Federation of Mutual 
Fire Insurance Companies. It has 
been distributed to schools. Single 
copies are available on request. The 
booklet outlines the three essen- 
tials of escape, the importance of 
good housekeeping, and use of fire 
fighting equipment. Reports on re- 
cent research are also included. 


For Further Information Circle 23 on Card 


but Anico’s line (and commis- 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 


Interpreters for Cards 


A new series of selective inter- 
preters has been announced by 
Remington Rand. The series speeds 
up and simplifies a whole range of 
punched card functions. Units con- 
sist of a selective interpreter, a se- 
lective posting interpreter, and an 
interpreter with dual card receiver. 





The new machine can print on 
any one of 13 lines. Line to be 
printed can be selected by dial for 
each run of the deck. The card to 
be sensed can be automatically se- 
lected. 

Sensing can be automatically 
suppressed on all cards in a deck 
not punched with selected control 
holes. Thus posting can be done on 
cards with different punching. 


For Further Information Circle 24 on Card 


Greeting Cards 

The Irwin Press offers birthday 
card selections for agents priced at 
$4 per hundred or $29.95 per thou- 
sand. On prepaid orders, the com- 
pany pays the postage. A free sam- 
ple card will be sent on request. 


For Further Information Circle 25 on Card 


Processes Microfilm 

Cormac Chemical Corporation of- 
fers users of microfilm a new sys- 
tem called Unibath CC-7. The chem- 
icals and accessories process the 
film in three minutes. The com- 
plete Unibath system includes the 
solution; Unidri, a chemical film 
dryer; Unikit, a portable dark- 
room, and Polycopy. This last 
makes copies of microfilm images 
from the screen of the microfilm 
reader. 


For Further Information Circle 26 on Card 
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Company News 


Continued from page 47 


stock is to be increased by $500,- 
000. Directors also declared a cash 
dividend of $1 and a stock divi- 
dend. 

CONSTELLATION LIFE, Norfolk, 
Va., plans an additional offering of 
1,350,000 shares of common stock 
to the public. 

THE YACHT SAFETY BUREAU, 
recently re-organized, is negoti- 
ating for a desirable site in the 
Atlantic City, N. J., area for con- 
struction of testing laboratories. 
For many years, sole support for 
the Bureau was through the insur- 
ance industry. Now the group will 
also have the financial and manage- 
ment support of members of the 
National Association of Engine 
and Boat Manufacturers. 

LIFE OFFICE MANAGEMENT As- 
SOCIATION has added seven new 
firms to membership, including one 
in Nassau, Bahamas. 

AMERICAN CENTRAL INSURANCE 
AND COMMERCIAL UNION ASSUR- 
ANCE, Ltd., both members of the 
Commercial Union Group, have be- 
come members of the Association 
of Casualty & Surety Companies. 

REINSURANCE INVESTMENT COR- 
PORATION has acquired working 
control of American Income Life, 
Indianapolis. Company is licensed 
in 16 states. 

CAPITOL LIFE, Denver, Colo., has 
been licensed in Pennsylvania. 

ALLIED MUTUAL is the new name 
for Allied Mutual Casualty of Des 
Moines, Iowa. 

NATIONAL INDUSTRY COMMITTEE 
on Automobile Assigned Risk Plans 
is the new name for the National 
Advisory Committee on Automobile 
Assigned Risk Plans. Membership 
has been raised from six to nine. 
Stock, mutual, and independent in- 
surers are represented. Functions 
are to improve the operation of as- 
signed risk plans, and to foster 
uniformity where feasible. 

MANHATTAN LIFE has been ad- 
mitted to Wisconsin. Company is 
now licensed in 40 states and the 
District of Columbia. 

GOLDEN STATE MUTUAL LIFE, Los 
Angeles, has been admitted to 
Michigan, and now operates in 
seven states. @ 
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HAIGHT, DAVIS & HAIGHT, INC. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 


INDIANAPOLIS 











Frank E. Gerry 
MILES M. DAWSON & SON, INC. 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 








LIFE ia Over $1,300,000,000 


insurance in Force 


ACCIDENT ¢ HEALTH 


HOSPITALIZATION 








Personal Affairs Check List 


Here are the 10 important aspects of your personal affairs which require annual 


review with your attorney, accountant, life insurance advisor, bank or trust officer 


Continued from page 41 and investment broker or consultant 


IN YOUR FAMILY’S INTEREST < NG 
. You Should Review NG Meons 


Your Life Insurance, Policies, Plans and ——— 


Especially to 


you if you’re spending your money 
on premiums in the most efficient ae philly ree 
A Your Wishes For Your Business or Profession . 
and wisest manner. The stock bro- 0) For is con 
ker to help you—at no charge— Your Will . . . Your Wife's will . 
get your investments up to date. our fe nsuran “a agreement 
The lawyer, to counsel you on your Your Estate Tax Liability . 
" ® Met ods for effecting reduction 
will, your business arrangements, tect of possible i ces 
: . The Advisability of Gifts . 
legal matters involving the pur- Tu ie tools) deli, Sreeees 
chase of property. The accountant oe . 
to advise you on the best way to IN YOUR OWN INTEREST 
A : S ... You Should Review 
handle your income so you pay Your Business Agreements o« 9 oe i Business Life Insurance 
r Cres. any The need for suc # you hove none 
only the tax you owe. Y our banker Your Plans For Your Future ricco re : 
who can tell you the best way to orred Con eee ees 
borrow, the easiest way to save, 
the facts you should know about a 
a Your Aeaaeectiee es 
trust fund. oscertomn if th 


Specialists Invited The Advisability of “Wite vagrancesal 
To indemnity yourself against increased income and estate toxes and home 
erating c to poy toxes on her estate 


° ° ° ° IN YOUR 
All of these specialists are invit- Wt YOUR OWN ene Penny “byrne saga 


ed to take part in sponsoring Per- Oe ss audi an 

sonal Affairs Month in a communi- a ean 

ty. Lawyers, bankers, investment rah and inane eeree pekeaa. eae eae pee ee 

brokers, and insurance agents were Lees 

all on the list when the first cele- 

bration was held in Freeport in kick-off luncheon. The mayor is- 1956 issue of THE SPECTATOR re- 

1956. The local newspaper devoted sued an official proclamation. Vari- ported, “A local insurance consul- 

a special edition to articles on the ous service clubs put on special tant in Freeport, Horace E. De 

many aspects of personal financial programs during the month, and Lisser, is credited with originating 

matters and made the first publi- banks and other organizations the idea of Personal Affairs Month. 

cation of the Check List and passed out the Check Lists and He rounded up the support of other 

Financial Statement. Financial Statement forms. advisors on financial and legal 
Community leaders met for a An article from the December matters and they formed the Per- 

sonal Affairs Institute.” 


at require onnuel review 


kup 3 0 for busy breodwinners. Visit 





. Other Communities 
Selling Insurance ahh Publicity about that first celebra- 
7 tion brought inquiries from leaders 
Is Just Like Buying Insurance! in other communities. The Insti- 

tute helped Joseph B. Rosner, an- 
other insurance agent, get a cele- 
Or ... picking a company to represent is like Mr. Average picking bration started in Troy, N. Y., in 
May, 1957. 

May was selected by the origina- 
tors in Freeport as the most ap- 
time to analyze 1400 companies, a visit to Security Mutual may propriate time of year—just after 
income taxes and before vacations. 
Most other communities have ac- 
Write or call E. A. Frerichs. CLU cepted this timing, although PAM 
was celebrated in Detroit in March 
this year. There the local sponsors 
had special reasons for preferring 
S E C u R ITY M uUTU AL LI F E oe the earlier date, and the Institute 

e.- ¢; jataian went along with their wishes. 
of Lincoln, Nebraska Soa Thus Personal Affairs Month has 
spread from Long Island to Michi- 
gan, to South Dakota, to Texas 


a policy—he hasn't made a careful study of all the different plans, 


so he doesn't really know which is "Best". If you can't take the 


tell you all you want to know ... and you'll be glad you did. 


Vice President and Agency Director 
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and there is the possibility of other 
celebrations which haven’t been re- 
ported to Institute headquarters. 

One of the staunch supporters of 
PAM from its beginning has been 
Don Rogers, business and financial 
editor of the New York Herald 
Tribune. He spoke at the first PAM 
luncheon, but in an article he 
describes more about his interest: 

“It wasn’t until the second year, 
however, that I realized it would 
benefit me to take an inventory of 
my own affairs as well as preach 
the need for others to do so. My 
wife and I discovered to our amaze- 
ment that two children had been 
added to our family since I'd last 
made out a will, and that though 
some masters of ceremony felt 
obliged to describe me as an ‘ex- 
pert’ in these matters, I’d never 
even insisted that my wife also 
have a will. 


Immediate Revisions Needed 


‘Suppose, we said, we were in- 
volved in an automobile accident, 
and she predeceased me by a day 
or so. Who, then, would be bene- 
ficiary under my will? We saw the 
need for immediate revisions in 
our program. 

“We also realized that my in- 
come had been inching higher con- 
sistently, and that we should re- 
vise our savings and_ spending 
programs. This led us to a con- 
sideration of our tax problems 
with resultant benefit to some 
charities, plus a change in our in- 
vestment portfolio to include some 
tax-exempt municipal bonds. 

“If this delinquency can pile up 
for a man who spends so much of 
his time in this field of family 
finance, how serious can it be for 
those who give it only casual or 
cursory consideration?” 

As the idea of the community 
emphasis on a financial check up 
spreads, Personal Affairs Institute 
on a free basis so far continues to 
aid any group who wants to con- 
duct such a month in their own 
community. Originator DeLisser 
tells THE SPECTATOR that the Insti- 
tute may blossom out soon with a 
new service for members and a 
year-round plan for those who 
want to back new and larger Per- 
sonal Affairs Months next May, 
1961. @ 


May 1960 











A Tailored Program 


Outboard 


Boating 
Insurance 


For the past two years, agents have found Acco'’s EXCLUSIVE 
classification and rating plan for outboard motors, boats, boat 
trailers and appurtenant equipment to be one of the most intelligent 
and effective programs to be found anywhere in the insurance 
market. 

Our 1960 rates represent changes which are virtually all toward the 
liberal side. Even the minimum premium has been changed to avoid 
the complication of a separate minimum for trailers. This is an ex- 
tremely useful program for the agent who is interested in develop- 
ing the better class of outboard boating insurance risks. If you'd like 
to have a copy of the 1960 outboard rate chart, a request on the 
coupon will bring it to you promptly. 


AMERICAN CASUALTY 


61 Branch and Service Offices Coast to Coast 
HOME OFFICE — READING, PENNSYLVANIA 
SINCE 1902 


American Casualty Company, Reading, Pa. 
Please send a copy of your 1960 Outboard Rate Chart. 


Name ——— 


Address 




















Canada: Border Flow, 
Gov't Health Inroads 


IFE insurance being exported 
| ie the Canada - United 
States boundary has become a sig- 
nificant two-way transaction. In 
1958, the 12 Canadian life compa- 
nies which also operate in the 
United States received from U. S. 


policyholders premiums _ totaling 
207 million, while Canadian pol- 
icyholders paid $200 million to the 
37 United States life companies 
doing business in Canada. 
Annuity business gave the Ca- 
nadian companies the $7 million 


DO YOUR 
PROSPECTS 
COMPLAIN: 
“INSURANCE 
COSTS TAKE 

TOO BIG | 

A BITE?” 





K.1.P. is your ANSWER! 


K. I. P. is the Kemper Insurance Plan for budgeting premiums on 
monthly installments available to both commercial risks and individ- 
uals. When a prospect complains about the high cost of insuring, you 
can point to this businesslike way of paying premiums (with a low, 
low service charge!). 


You'll like K.I.P. too. The plan was designed especially with the 
agent in mind. It is easy to understand and use. Plans even can be 
set up over the phone. And almost no office detail is required! 


Here’s what K.I.P. can do for you: 
1. Help you obtain new accounts. 
2. Help you hold old business. 
3. Make it easier to ‘‘trade-up”’ present policies. 


Remember, your clients are accustomed to monthly pay plans. They 
will appreciate the opportunity to pay insurance premiums this way 
too. Be sure you're the one to offer such a plan to them. 


The Kemper Insurance Plan is only one of the many advantages of 
representing a Kemper Insurance company. For information, write: 
Agency Production Department, Home Office, Chicago 40. 


LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FEDERAL MUTUAL INSURANCE COMPANY 


divisions of KEMPER Chicago 40 
INSURANCE 








lead over the U. S. companies. In 
1958 Canadian companies rang up 
$47 millions in U. S. annuity pre- 
miums compared to the American 
companies $9 million in Canada. 

Canadian companies doing busi- 
ness in the United States had $1.8 
billion invested there at the begin- 
ning of 1959. United States com- 
panies operating in Canada held 
$1.4 billion in their 
Canadian policyholders, plus an ad- 
ditional $2 billion invested in Can- 
ada on behalf of their U. S. policy- 
holders.@ 


assets for 


Government hospital insurance 
plans in nine of Canada’s ten prov- 
inces now have been in force for 
sufficient time to show how they 
are affecting the accident and sick- 
ness business of insurance compa- 
nies. Results of all companies are 
not yet available but the reports 
of two companies may indicate the 
trend. 

Confederation Life Association 
reports that it was able to re-write 
99 per cent of its group accident 
and sickness contracts to provide 
benefits not included in the gov- 
ernment plans, such as semi-pri- 
vate or private hospital care and 
comprehensive and major medical 
coverage. The taking over by gov- 
ernment of the basic ward cover- 
age resulted in a decline of $350,- 
000 in the company’s accident and 
sickness premium income, making 
1959 total premiums received $8.5 
million. 

Great-West Life Assurance re- 
ported that accident and sickness 
premiums totaled $25,666,000 in 
1959, compared to $25,934,000 in 
1958, a decline of only about 1 per 
cent. @ 


Canadians own more life insur- 
ance in relation to their national 
income than the people of any other 
nation, according to a study by the 
Institute of Life Insurance, as re- 
ported by the Canadian Life In- 
surance Officers Association. Pre- 
liminary figures show that the ra- 
tio of life insurance in force to 
the national income at the end of 
1959 was about 150 per cent in 
Canada and 135 per cent in the 
United States. 

Figures for 


further interna- 
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tional comparisons are available 
only as at the beginning of last 
year. Canada’s ratio at that time 
was 157 per cent, a gain of 38 per 
cent in the five-year period 1953- 
58. United States came second with 
a ratio of 135 per cent, up 35 per 
cent in the five-year period. The 
percentage of life insurance to na- 
tional income in other countries 
was—New Zealand 94 per cent; 
Australia 64 per cent and United 
Kingdom 61 per cent. The coun- 
tries registering the largest per- 
centage gains during the five years 
1953-58 were Japan 114 per cent; 
Puerto Rico 95 per cent and France 
77 per cent. @ Lillian Millar 


Fire & Casualty in Canada 


Continued from page 45 


will be won or lost on distribution 
costs. So you can see sharply one 
of the problems which faces agency 
companies generally and perhaps 
the independent companies in par- 
ticular. 


Young Country's Problem 


Another problem which is bound 
to be vexing in a young country 
is that the financial control of all 
too many of our corporations in 
Canada rests in the United States, 
in Britain or in other European 
countries. There is nothing basi- 
cally unhealthy in this situation 
since growing wealth will enable 
Canadians to buy back their birth- 
right in time—just as has hap- 
pened in the United States. 

When a large international cor- 
poration in the manufacturing field 
sets up branch plants in Canada, 
it is quite natural that the con- 
troller of such a concern at its 
home office—be it in Philadelphia 
or in Manchester, England—might 
well desire to arrange his insur- 
ance coverage on a_ world-wide 
basis and place it all where it is 
under his immediate control. Such 
a desire is naturally aided and 
abetted by the insurance brokerage 
firm who handles his needs. Never- 
theless, I am sure that you, as busi- 
ness men, can appreciate that the 
situation does not look quite so 
“cosy” if you happen to be living 
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and earning your living in one of 
the younger countries such as 
Canada. 

As president of a Canadian in- 
surance institution, I dare to sug- 
gest to you American business men 
that when your corporations seek 
to do business in Canada with 
Canadians, you would serve your 
own long term interests best by 
keeping in mind the not unworthy 
aspirations of a young country. 

Narrowing our thinking to the 
insurance field, despite the con- 


venience of arranging insurances 
on your Canadian properties at 
your American home office, despite 
the special advantages to be 
gleaned by brokers in the United 
States through persuading their 
principals to include the Canadian 
locations in an American schedule, 
is there not long-term wisdom in 
asking your Canadian representa- 
tives to place their insurance 
through a Canadian licensed agent 
with a Company licensed in Can- 


ada? @ 





Here's 
Simplified Group 


Insurance! 


Nation’s Business. 





With Lincoln Life’s simplified Group insurance— 


The proposal is complete on one sheet. The clean, 
concise announcement pamphlet doubles as the 
employee’s certificate. Lincoln Life’s unusual billing 
procedure is so easy to administer that last-day 
employment changes can be included. And, the ad- 
ministrator handles both routine and unusual situa- 
tions on a simple, self-informing basis. For more 
details, read LNL’s Group ads in Fortune and 


Lincoln Life’s unusual approach to Group insur- 
ance is another reason for our proud claim that 
LNL is geared to help its fieldmen. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 











How Much Health? 


Continued from page 43 


should one own? If we answer that 
question by asking the applicant 
how much he needs if he becomes 
disabled, his reply is apt to be an 
amount equal to or perhaps even 
greater than his salary. Many con- 
tend that they spend more now 
than they make. 


Seriously, we must be concerned 
here with genuine needs—needs to 
provide the essentials of life— 
food, clothing and shelter. The 
man who says he isn’t interested 
in buying income replacement in- 
surance unless he can purchase an 
amount equal to his present salary, 
is like the life prospect who has no 
insurance at all but refuses to buy 
a $10,000 policy because he wants 
to wait until he can get a policy 
that really amounts to something. 
In either case, I don’t think you 


| New Sales Inciters for 
Pilot Representatives 


Eacest wwe 


; 
hy «Vt 
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Our career underwriters have always looked to Pilot for 


(<S trend-setting sales aids . 


but never have we seen such 


enthusiasm as greeted the presentation of our eight latest 
sales kits in a recent series of sales meetings held through- 


“ out our territory 


Each kit is a complete selling tool in itself . . . with 
illustrated explanatory brochure to lay before the prospect, 
follow-through sales talk, proposal form, and application. 


Pilot’s fully coordinated new sales promotion program 


includes twelve separate merchandising folders . . . 


one on 


each of our most popular protection plans for men, women, 
children, the family, education, and retirement. 

The results to date prove again that with the right cover- 
age and the right merchandising aids, there is no stopping 
the right man on the job—the Pilot careerman. 


LIFE e GROUP e 
GREENSBORO, 


INSURANCE 


ACCIDENT and SICKNESS 
NORTH 


CAROLINA 


have a prospect. Tear up his pros- 
pect card and seek another. 

I think there has been too much 
“policy peddling” in the A&S busi- 
ness. And I don’t think this has 
been the fault of the agent. Com- 
panies have developed this plan, 
and that plan. The Acme Accident 
Policy, the Ferry Boat and Heli- 
copter Special, the Dread Disease 
Policy, and many other limited 
contracts. 

Limited and special risk policies 
serve a purpose, but they are no 
substitute for broad, all-coverage 
disability income policies. I believe 
the average man is better served 
with a modest amount of insurance 
that will pay something under any 
circumstances, than to have a pol- 
icy or several policies that will pay 
some huge amount only under cer- 
tain conditions. 

Let us consider then the amount 
of good, broad income replacement 
insurance that a should 
have. 

First, we will want to know his 
income—earned income. 

Second, we must determine how 
much of that income is he able to 
keep after taxes. This is impor- 
tant and should be a factor in ar- 
riving at an appropriate amount of 
replacement benefits for, as you 
know, insurance income is tax 
free. 


person 


Third, how much salary continu- 
ance is provided by his employer 
and for how long? 

Fourth, is there a group plan? 
How much and how long? 

Fifth, is there a DBL law which 
provides benefits? 

Sixth, any present insurance in 
force? 

Seventh, is there income from 
investments, royalties or other un- 
earned income? 

Our job is to build up deficien- 
cies in income which would be lost 
by disability—building them up, 
not the former income level, but to 
a point of providing adequate food, 
clothing and shelter. Not to a 
point where it will be more attrac- 
tive to stay disabled than to work. 
Only to the point where the in- 
sured is grateful for having an 
insurance man who sold him the 
policy, but still wishes he could get 
back on the job so that his income 
would provide a better living and a 
brighter future. 
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Now, the $64 question! How 
much is enough? Regardless of 
any figure or formula I might of- 
fer, I am sure there will be many 
who will disagree with me and 
have good reason for doing so. 

I think the maximum amount of 
income insurance that any person, 
regardless of income, ought to have 
is somewhere between $750 and 
$1,200 a month. Naturally, the 
amount will depend on his earn- 
ings, but no matter how much he 
makes we should not provide him 
with more than amounts in that 
range. 

There are few people who could 
not adjust their living to be quite 
comfortable with that kind of tax- 
free income. When they get into 
the higher brackets, these people 
usually have investments to supple- 
ment their income when disabled. 

The matter of overinsurance is 
a serious one. As more and more 
people become covered, there are 
more occasions for duplication and 
overinsurance. Industry 
are concerned with the effect that 
duplication of coverage can have 
on the business. It such 
practices as over-utilization of hos- 
pital and medical services, malin- 
gering, fraud and collusion. These 


leaders 


invites 


can only lead to increased costs of 
providing insurance, tightening of 
policy terms, more stringent rela- 
tion to earnings of prorating 
clauses, to say nothing of litigation 
and regulation. Most serious of all, 
this business, all or in part, might 
be taken over by government on 
the basis that we are not doing a 
job. 

It is our responsibility to sell the 
right coverage in the _ right 
amounts. Not too little, so the in- 
sured will be unhappy when he has 
a claim—not too much, so that he 
will be tempted to abuse his cover- 
age. Sell him what he really needs. 
Sell him just enough. @ 


Slow Fire Recovery 


Continued from page 43 


’ 


SPECTATOR’S “Fire Index” brings 
together financial results for 406 
stock, 235 mutual companies and 
23 reciprocal fire organizations. 
All three groups increased their 
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total assets about 8 per cent over 
the 1958 amounts. Stock fire as- 
sets reached $12,165,533,430 with 
surplus to policyholders at $6,100,- 
148,660. The mutual asset total is 
$1,561,530,598 with surplus to pol- 
icyholders of $699,934,137. For the 
reciprocals, assets reached $121,- 
630,475 and surplus to policyhold- 
ers $52,270,872. 

All three groups also increased 
their net premiums during 1959. 
The stock fire premiums were $4,- 
681,424,803 compared to $4,202,- 
115,026 in 1958. Mutual premiums 
were $796,409,558, up from $726,- 
429,154 in 1958. For the recipro- 


cals, premiums rose from $53,031,- 


501 in 1958 to $60,009,401 last 
year. 

Incurred losses in 1959 for these 
fire insurance carriers climbed, but 
not as fast as premiums. Stock fire 
incurred, including adjust- 
ment expenses, reached $2,652,389,- 
458 from the 1958 total of $2,530,- 
820,435 for ratios of 
earned premiums of 60.7 per cent 
in 1958 and 59.4 per cent in 1959. 

For the mutual group, losses in- 
curred were $433,723,519 last year 
and $398,671,220 the year before. 
Their ratios to earned premiums 
were 55.4 per cent in 1958 and 55.6 
per cent in 1959. 


losses 


losses to 


Continued on page 88 


You Can’t Buy This..... 


Money is important, we can’t live without it—but it 
can’t buy everything. Try to buy prestige with it. By 
prestige, we mean a good name which is built up 


through years of service to clients. 


Federal Life has built a name through the years 
which is synonomous with POLICYHOLDER SERV- 
ICE. Operating for 60 years, Federal Life has become 
known as a leader in the field of Life, Accident and 


Health Insurance. 














Federal Life is a personal company which takes pride in its dealings with its 
agents and its policyholders. Federal is the type of company which would make any 


man proud to be associated with it. 


If you are interested in becoming part of a progressive company which is 
undertaking a giant new agency expansion program—write: Emery Huff, Agency 


Vice-President for details. 


FEDERAL LIFE INSURANCE Co. 


6100 N. Cicero Avenue 
Chicago 46, Illinois 
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Losses for the reciprocals reached 
$28,782,952 last 
$25, 


year and were 
882,410 in 1958. Their ratios 
of losses to earned premiums in 
THE SPECTATOR’s “Fire Index” 
were 48.0 per cent for 1959 and 
48.8 per cent for 1958. 

All of the fire groups showed in- 
creases for expenses during 1959, 


but their ratios indicated the car- 
riers have kept control on expenses 
compared to their premium volume. 
For the stock group in the “Fire 
Index” underwriting expenses in 
1959 were $1,829,268,017 up from 
$1,711,860,417 in 1958. This gave 
them ratios of expenses incurred 
to premiums earned of 41.0 per 
cent last year and 41.1 per cent in 
1958. (Expenses ratios to pre- 
miums written were 39.1 per cent 
in 1959 and 40.7 per cent in 1958.) 

The mutual companies incurred 
underwriting expenses of $256,- 
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578,334 last year, compared to 
$239,215,698 in 1958. Their ratios 
of expenses incurred to premiums 
earned were 33.3 per cent in 1958 
and 32.9 per cent in 1959. (The ex- 
pense ratios to premiums written 
were 32.9 per cent in 1958 and 32.2 
per cent in 1959.) 

Auto physical damage insurance 
(collision coverage) is the single 
line with the greatest favorable 
change in 1959. THE SPECTATOR’S 
“Fire Index” aggregate show, for 
the stock fire companies, a drop of 
almost ten percentage points in the 
loss ratio for this line. 

Premiums written were $836 
million in 1959 and $725 million in 
1958. Losses paid actually dropped 
to $425 million last year from $440 
million the year before. Thus the 
stock fire auto physical damage 
ratio of losses paid to premiums 
written declined from 60.7 per cent 
in 1958 to 50.9 per cent in 1959. 

Slight drops in the loss ratio are 
recorded in all except three of the 
other insurance lines. In extended 
coverage, workmen’s compensation 
and aircraft physical damage, in- 
creased losses forced the loss ratio 
upward. The ratio on the aircraft 
line went from 58.4 in 1958 to 64.5 
per cent last year. 

For the fire line, written pre- 
miums for the stock companies in 
the “Fire Index” increased slightly 
—by $55 million—to $1,181,371,- 
936. With losses paid rising only 
$7 million to $582,444,975 the loss 
ratio on that line was 49.3 per cent 
last year, compared to 51.0 per cent 
the year before. 

Written premiums and loss ra- 
tios for other major lines by stock 
fire companies in 1959 were: 
Extended Coverage 33,013,729 42.2% 
Homeowners Multi 

Peril $321,727,112 29.5% 
Ocean Marine $180,931,731 58.4% 
Inland Marine $270,990,936 49.0% 
Auto Liability, B.I. $470,747,044 49.6% 
Auto Liability, P.D. $209,635,329 50.7% 

For the first time since 1955, 
THE SPECTATOR’S “Fire Index” 
shows a written-paid loss ratio for 
the stock fire companies of under 
50 per cent. The total written pre- 
miums compared to the total losses 
paid (excluding adjustment ex- 
penses) produced a ratio of 47.0 
per cent in 1959 and 50.3 per cent 
in 1958. Back in 1955, this ratio 
was 46.3 per cent, and it went as 
high as 51.3 per cent in 1957.@ 
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These Names Make News: 


Colman, Parker, Browning 


J. Douglas Colman has _ been 
elected president and executive 
officer of Associated Hospital 
Service, Inc., New York’s Blue 
Cross Plan. Colman has been 
vice president of the national 
Blue Cross Association. 

5. Dwight Parker has been elected 
chairman of the board and 
Frank S. Vanderbrouk has been 
elected president of Springfield- 
Monarch, Springfield, Mass. 
Wilfred G. Howland, vice presi- 
dent of the Springfield, was 
named a company director. 


Arthur M. Brown- 
ing, vice presi- 
dent in charge 
of group _insur- 
ance for New 
York Life, has 
been elected 
chairman of the 
Health Insurance 
Council. 


R. Kirk Landon was elected presi- 
dent of the American Bankers 
Life of Florida. James G. Ranni, 
who has president, 
continues as chairman of the 
board. 

Hugh P. Ham, previously vice 
president, has been elected 
president of Western Assurance 
and British America Assurance. 
He continues as general man- 
ager. 

R. Earl O’Keefe has been elected 
chairman of the board of West- 
ern National Life. Farris C. 
Oden was elected president and 
Tony A. Martin was named vice 
president and agency director. 

George H. Shackelford was named 
vice president of Travelers in 


served as 


May 1960 


charge of life, accident and 
health department. Virgil V. 
Roby, vice president of Travel- 
ers Indemnity and Charter Oak 
Fire, was elected vice president 
of The Travelers. 

Walter R. Petersen has 
elected vice president of All- 
state. He is in charge of re- 
newal sales and prospect devel- 
opment. 

Charles T. Williams, Jr., has been 
appointed vice president of 

Fire and 
He was formerly assistant vice 
president. 

Milton V. Lanning and L. L. Han- 
sell have been elected vice pres- 
idents of Prudential of Great 
Britain and the Hudson, and as- 
sistant U. S. managers of the 
Skandia. John R. Zech has 
been made secretary of the mul- 


been 


American Casualty. 


tiple line reinsurance compa- 
nies. 

Ross D. Heins has been appointed 
operating vice president of the 
accident and health department 
of Continental Casualty. 

Donald <A. Lindow has 
elected vice president of Michi- 
gan Mutual Liability. He had 
been a departmental vice presi- 
dent handling special risks. 

Robert G. Engel, CLU, has been 
elected executive vice president 
and director of agencies of 
Northwestern Life. 

Robert H. Kitchen has been ap- 
pointed vice president of Phoe- 
nix Assurance, New York. He 
has been manager of the West- 
ern Department. 

James O. Wilson has been elected 
vice president of Peoples-Home 
Life. LaVerne Wilson, vice 


been 


president, has retired, but will 
continue as a director and con- 
sultant to the company. 

Robert G. Engel, CLU, has been 
elected executive vice president 
and director of agencies for 
Northwestern Life. He had pre- 
viously been agency vice presi- 
dent for Sunset Life. 

Albert H. Walker, manager of the 
bonding division of Maryland 
Casualty, has been elected vice 
president in charge of all bond- 
ing operations. 

William Adams has been elected 
vice president and Richard W. 
Saxe was appointed assistant 
secretary of North American 
Reinsurance. Adams has been 
an assistant secretary since 
1953. 


Frank V. McCullough (I. above) and 
Louis C. Morrell have been elected 
executive vice presidents of Contin- 
ental Casualty, Chicago. McCul- 
lough had been a vice president. 
Morrell was a company officer and 
has been in the A&H department 
since 1945. 


William M. Welch has been ad- 
vanced from secretary to vice 
president of Great American. 
Donald M. Witmeyer, executive 
agency director, was elected 
vice president, and William R. 
Morpeth, Jr., was named vice 
president. 

Avery C. Moore, agency superin- 
tendent, has been appointed vice 
president of National Automo- 
bile & Casualty. 

Hugh N. McNair has been elected 
vice president in charge of 
claims for National Automobile, 
Atlantic Beach, Fla. James G. 
Frizzell was elected vice presi- 
dent for agencies, Robert E. 
Haesloop is vice president and 
treasurer. Frank H. Barker was 
elected vice president in charge 
of underwriting. 

John Moffat, vice president, has 
been named to head American 

Continued on page 90 
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NAMES MAKE NEWS 


Continued from page 89 


Home Agency, Inc., New York 
City, following his election to 
the board of directors. 


Howard D. Shaw, former director 
of public relations for the 
American College of Life Under- 
writers and the American 
Society of CLU, has been ap- 
pointed public relations consult- 
ant for the Society of Chartered 
Property and Casualty Under- 
writers. 

Joan Berkman, actuarial supervi- 


Howard H. Becker has been named 
general 
Life 
agement 
formerly assistant secretary. 


Insurance Agency Man- 
Association. He was 


manager of the 



































WHAT'S DIFFERENT ABOUT 
OUR MAJOR MEDICAL? 


First. It's guaranteed renewable to 75. 


Second. It has a PAID UP benefit after 75. (Between 
65 and 75 a total maximum of $7,500 is allowed. If this 
is not used up, as much as $1,000 may be carried past 
75 as paid up coverage. ) 

Next. Newborn children are automatically covered until 
the next premium becomes due. Coverage may then be 
continued without evidence of insurability. 


Next. Dependent children are carried (at dependent 
rates) until they are 22. 


Next. Biggest expenses are not co-insured. Surgery, 
hospital room and board, assistant surgeon, anesthetist 
and local ambulance service are covered 100% (subject 
to maximum limits). Other benefits are covered on a 
liberal 80%-20% co-insurance basis. 


These benefits, combined with a maximum coverage of 
$7,500 and a choice of deductibles, make our Major 
Medical different —and_ popular. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 


sor, has been promoted to assis- 
tant actuary of the National Bu- 
reau of Casualty Underwriters. 
Edgar W. Allaway has been ap- 
pointed New York metropolitan 


manager of the Norwich-Scot- 
tish Group. 


Dr. Harry E. 

Ungerleider has 

been named vice 

president and 

medical director 

of Standard Se- 

curity Life. He 

was formerly di- 

rector of medi- 

cal research for 

Equitable Life. 

Bertram A. Frank, vice president 
and director of general agen- 
cies; Norman F. Edmonds, as- 
sociate general counsel, and 
Stanford Z. Rothschild, Jr., 
treasurer, have been elected to 
the board of Sun Life of Amer- 
ica. 

John A. Beck, chairman of the 
board of Boehck Engineering 
Company, has been elected a di- 
rector of Great Southern Life. 
Pat G. Combs, previously secre- 
tary, is vice president and sec- 
retary. Robert S. Boyle was 
named a vice president and will 
continue as controller. 


George A. 
Vogler has been 
appointed vice 
president of 
agencies for 
North American 
Company For 
Life, Accident 
and Health. 


David L. Coffin, president of C. H. 
Dexter & Sons, has been elected 
a director of Connecticut Mu- 
tual Life. 

George A. Munford, vice president 
and agency manager, and Joe H. 
Beckham, vice president and 
secretary, have been elected to 
the board of Security Fire and 
Indemnity Company. 

Oliver H. Scharnberg, senior con- 
sultant with Scudder, Stevens & 
Clark Investment Counsel, has 
been elected a_ director of 
Craftsman Life. 

Merle J. Thompson has been elect- 
ed a director and assistant sec- 
retary of Pilot Insurance Com- 
pany, Toronto, Canadian affiliate 
of Standard Accident. He is vice 
president in charge of person- 
nel, education, systems, prop- 
erty and office services of the 
parent company. 
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C. J. Svercel, a vice president of 
The Bank of New York, has 
been elected to the board of di- 
rectors of Washington General 
Insurance Corporation. 

Herbert Foedisch, vice president 
of the Provident Tradesmens 
Bank & Trust Company, Phila- 
delphia, and Harrison L. Todd, 
president of Leon E. Todd, Inc., 
real estate firm in Camden, have 
been elected directors of the 
keystone Insurance Company. 

Reeve Schley, Jr., chairman of the 
Somerville Trust Company, 
Somerville, N. J., has been 
elected a director of Mutual In- 
surance of Hartford, Conn. 

Elmer G. Intelmann has been elect- 
ed to the board of directors of 
Standard Insurance Company of 
Tulsa. Originally a board mem- 
ber, he had been inactive for 
some time due to illness. 


Francis J. Mal- 
ley, formerly 
managing editor 
of THE SPECTA- 
TOR, has been 
elected a_ vice 
president of Dor- 
emus & Co., New 
York advertising 
firm. 








John W. Crews has been named ‘sae Fort Le Boeu 99 


secretary of the Benefit Asso- 


apap , : In 1753, George Washington, a Major in the Continental Army, was 
ciation of Railway Employees, sent by the British Governor of Virginia to protest the spreading 
following retirement of Ammon French threat to English colonies in the upper Ohio Valley. With an 
L. Miller. Crews continues as Indian guide, he crossed dense forests to meet at Fort Le Boeuf with 
French Commander St. Pierre, whose uncompromising attitude led to 


vice president, group division. : : 
: the French and Indian War. 


Ross B. Sweet, formerly assistant 
secretary and Sreasurer, has This reproduction is one in a series of eleven original oil 
been elected a director and sec- paintings by Walter Haskell Hinton which portray 
retary-treasurer of Farmers and little-known events in the life of our Country’s first 
Traders Life. president, George Washington. 
George W. Dick was elected a vice A booklet containing full-color reproduction of all 
enlieat of Alles Aussies eleven paintings is available upon request. In addi- 
asec e scaly e — tion, we hope you will visit us and view the original 
Mutual Fire and American Pol- paintings which hang in our Home Office Gallery. 
icyholders’, Wakefield, Mass. He 


is also vice president and man- ~ ° 
vcr ot ne meine aemers CUWashington National 


ment of American Mutual Lia- 
INSURANCE COMPAN Y 


bility. 
’ : , EXECUTIVE OFFICES ® EVANSTON, ILL. 
Charles R. Woolfort has been ap- ! 


pointed controller of Excelsior, 
New York. He will supervise 
accounting for underwriting 
and investment sections as well 
as statistical operations. 
Francis P. Mims has been elected 
vice president of Cross Country 
Life, new Texas subsidiary of 
Allstate Insurance. 
Continued on page 92 LIFE « ACCIDENT « SICKNESS * GROUP « HOSPITAL « SURGICAL » MEDICAL 
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HIGHER COMMISSIONS 
ARE THE DIF 'RY'HRRENCE 


The Security Benefit Life rep- 
resentative earns more and 
higher commissions. He enjoys 
an increase in earnings through 
the employment of “Individ- 
ualized Medical Underwrit- 
ing,” Security Benefit Life's 
advanced and unique approach 
to standard and sub-standard 
risk appraisal. In many cases 
representatives have doubled 
their commissions in the first 
year with Security Benefit Life. 


Licensed in most states, Secu- 
rity Benefit Life is highly rated 
as a sound and established 
Company which offers its rep- 
resentatives MORE in Home 
Office assistance, up - to - date 
policies and tested sales aids, 
and higher COMMISSIONS. 


fa fobel 


MARC F. GOODRICH, CLU 
Assistant Vice President 
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David H. Houghtaling (I.) has been 
promoted to vice president and sec- 
retary for American Re-Insurance. 
Harold L. Eggert was appointed 
vice president for production and 


underwriting. 


Thomas J, 
Walker has been 
elected chairman 


of the board of 


Institutional —In- 
surance of Amer- 
ica. He succeeds 
R. H. Gore, who 
has retired. 


SRCURITY BENEFIT LIRE rorecs: casas 


Founded 1892 @ Licensed in most states @ Ranked in top 10% of life companies 





Eastman Dillon, 
Union Securities 
& Company, has 
been elected a 
director of Insur- 
| ance City Life. 


| knowledgeable/reliable/profitable’ | :ct""s 


*for Producers, that is! 


Leon C. Richard- 
son, Jr., has been 
appointed man- 
ager of _ insur- 
ance of Socony 
Mobil Oil Com- 
pany. He had 
been a director 
and vice presi- 
dent of Ameri- 
can International 
Underwriters. 


KNOWLEDGEABLE 


Ors 


RELIABLE PROFITABLE* 


A]BILIE 


enn NATIONAL "te a ete 





Donald V. Max- 
field has been 
named vice pres- 
ident and comp- 
troller of Con- 
tinental Casual- 
ty. He joined 
th 


ww | | the company in 
TRANSAMERICA INSURANCE GROU 
i 1957. 


Skokie, tlnow + Dallas, Texas + Atlanta. Georgia 


A MEMBER OF THE 


FIRE INSURANCE COMPANY 
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Executive Opportunities 


THIS PAGE is a free Spectator service to insurance companies and 
insurance people. If you are interested in a position offered or in 
a person described here, write a letter on your own or your company’s 
letterhead. Address the envelope to the code number on that item— 
A33 or G48 or some other—c/o Executive Opportunities, The Spec- 
tator, Chestnut & 56th Sts., Philadelphia 39, Pa. Your letter will be 
forwarded in confidence to the agency, company, or individual inserting 
that item 


SUBMITTING ITEMS: Many of the items here have been prepared 
and sent in by well known, national employment agencies handling 
many insurance opportunities. Other bona fide agencies or insurance 
companies may submit items although no more than three items can 
be used in any one issue from one company or agency. Individuals 
seeking positions may submit a typed item written in the style of 
the items shown on this page. Items may run no longer than six lines, 
approximately a maximum of 30 words. The editors will delete as 
many words in the item as necessary to make the copy fit that space 
Address letters to Executives Opportunities, The Spectator, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


RESTRICTIONS: The Spectator reserves the right to reject without 
explanation any item submitted by an employment agency, an insurance 
company or an individual. In most cases, The Spectator will check 
on validity and authenticity of each item printed, but the publication 
and its driers cannot be held responsible for any false or unreliable 
tems printed here 
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| B-42—Life Reg. Brokerage Mar. 


W-12—Adv. Mer. | B-66—Casualty Mer. 


L-17—PR-Empl. Relations. Locatior Making $ 
tion, adv. In communicat B-78—AGH Prod. Mgr. Lat: 


LIFE, house Phar a6 Mer. 
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H - 31- 
G-15—Systems Mgr. H-46—AGH Underwriting Mer. 
grad. 10 yrs fe/ Late irrently brar 

J-17—Casualty Mgr. Over 20 yr it 
with | H-50—Pension Sls. & Service. 
B-23—Life Asst. Controller. 


H-73—Cas. Actuarial Asst A woe 
ods oem 
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B-37—Casualty Branch Mgr. £ 


H-88—Mult. Line Claims Supv. 


B-49—Multiple Line Mgr. Early 


\ A WELL-BALANCED COMPANY 


SPECIAL INCOME for LIFE POLICY 


combines maximum protection 
with flexible retirement benefits 


Insurance coverage to age 65, 

then choice of three options: 

(1) Income for life (120 months certain and continuous) 
of $5.00 per $1,000 face amount for men; $4.45 for 


women. 


(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. 
Full range of optional moces of settlement applica- 
ble to cash values on paid-up life policy. 


(3) Cash for $812 per $1,000 face amount. Payable in 
one sum or under full range of optional modes of 
settlement. 


Minimum policy $5,000 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 














Prudential 


Aetna Insurance Advertisers’ Index Reach McClinton 


G. F. Sweet This advertisers’ index is published as a convenience and not as part of R 
Allstate Insurance the advertising contract. Every care will be taken to index correctly. No Royal Globe 
Leo Burnett allowance will be made for errors or failure to insert. 
America Fore Security Benefit 
Prince & Co E M Patterson & Wright 
American Casualty Employers Group : Maryland Casualty Security-Connecticut 
Richard A. Foley Sutherland-Abbott J. M. Mathes Remson Agcy. 
American Fire & Casualty Equitable Life Assurance Mass. Mutual Life Security Mutual Life 
American Insurance Foote, Cone & Belding Metropolitan Life Shenandoah Life 
Winius-Brandon F Young & Rubicam Houck & Co. 
American Int'l Federal Life Minnesota Mutual Southland Life 
Fuller & Smith & Ross Fidelity Mutual E. T. Holgren DeJernett Adv 
American National Adrian Bauer & Alan Tripp Munich Reinsuronce Spencer, Chas. D 
Alert Adv. Franklin Life Mutual of Omaha Standard Accident 
American Surety S$ Bozell & Jacobs Gray & Kilgore 
Albert Frank-Guenther Law General Reinsurance N State Farm 
Atlantic Mutual Doremus & Co National L. & A. Needham, Louis Brorby 
Doremus & Co. Glens Falls Noble Dury & Assoc Strudwick, A. E 
B H National Life of Vt. Sun Insurance Ofc 
Bankers Life of lowa Haight, Davis & Haight Harold Cabot Bruce Angus 
Bankers Life of Neb Higgins, E. P National Reserve 
Ayres, Swanson & Assoc Home Life Insurance Harvey Adv Travelers 
Berkshire Life 1 Nationwide 
Jules L. Klein 1BM Ben Sackheim Union Centra! 
Bituminous Benton & Bowles New Amsterdam Casualty Union Labor 
Sperry-Boom Indiana Insurance 60 Northwestern Mutual United Benefit 
Brown & Richardson Insurance Co. of North J. Walter Thompson Bozell & Jacobs 
c America Cover 2 O-P United L. & A 
Camden Fire N. W. Ayer Occidental Life 90 Orr, Pope & Moulton 
Ecoff & James Pacific National 92 United Pacific 
Central Standard Life John Hancock Pan-American Cover 3 Condon Co 
Henry B. Kreer McCann-Erickson Bauerlein Inc U. S. Casualty 
Combined Insurance L Penna Lumbermens U. S. Fidelity & Guaranty 
W. N. Davidson Leonhart Gray & Rogers Van Sant Dugdale 
Commercial Union-N/B Jos. W. Landers Phoenix of London Universal Auto 
Browne Adv. Life of Georgia Browne Adv Jim Bradford 
Continental American Life Liller, Neal, Battle & Lindsey Pilot Life w 
Gilbert L. Craig Lincoln National Lavidge & Davis Washington National 
D Compton Adv Provident Mutual Western & Southern 
Dawson. Miles M Lloyd-Thomas Albert Frank-Guenther Law Woodmen Accident 
DeJur Amsco 5 Klau-Van Pietersom-Dunlap Providence Washington . Ayres Swanson & Assoc 
Adams & Keys Lumbermens Mutual Casualty L. C. Fitzgerald Woodward & Fondiller 
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CUTTING THE «=| Reo 
HIGH-TENSTON L of Insurance in force—atmne 


billion in less than 5 years. 

WY This fast growing Star of the 

WIRES j j North” is large enough to be 
important in the industry... 
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Over 81 million National 


fo} ot-mn dal-mcalonh Aloner-tm-G04-sandola 
Life policyholders convince that gets the job done 2. aan 


us: Security is still man’s best 
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form of relaxation. 


THE AGENT-MINDED 


MINNESOTA 
MUTUAL 
i 


INSURANCE COMPANY 


THE 


Reed NATIONAL LIFE 


Neaay AND ACCIDENT 


cs INSURANCE COMPANY 


HOME OFFICE _ NASHVILLE, TENNESSEE 
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We Also Write Accident & Sickness, Non-Cancellable, Renewable to Age 65 


WOH 
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94 THE SPECTATOR 





Confidence in the future 7 


ADVERTISED Sure, he's got it! 
IN LOCAL 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
at the prospects of 

our representatives in 
their own local areas. 
Each advertisement 
features a particular 
policy; thus affording 
the local agent a 
“hard selling” partner. 
These advertisements 
will reach millions 


ei a His Pan-American policy 


our territory, building 


prestige for the company paid most of the bills | 


and developing prospects 


for th t. ‘ ; , ; ; 
i i His Accident and Sickness policy with Pan-American Life really 


The fine promotional 
assistance rendered by 


newspapers, magazines 
and reprints of Life was built upon public confidence . . . and he knew he could 


“paid off’ when he needed ready-money for hospital and doctor 
bills. He knew, when he took out his policy, that Pan-American 


our ads, furnished by face future emergencies with more confidence because of this policy. 

the Home Office, are 

additional ammunition. But he didn’t foresee what wonderful aid he’d really get! Believe 

All this, coupled with our me, now that Pan-American is helping him he has become one of 

top-notch policies and the company’s many boosters. 

sales aids, will help you 

sell more under Are you covered? If not, talk it over with your friendly Pan- 
American agent— 


PAN-AMERICAN’S eee 


— 


CAREER CONTRACT cain Agent’s 


President 


“ess go here 
io ‘Y Among the top 10% of Addy ess 2 





U. S. Life Insurance 
Companies—writing | 
more than 90% 


Executive Vice-President of all life 


, ra es ant Pan-American Life 
Senior Vice-President Ht rT Insurance Company 


= — 
—— a A Mutual Company @ New Orleans, U. S. A. 









































EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 


substitute for the services of an experienced reinsurer, with a first hand, detailed 


knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 


ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


: Midwestern Dept.: 101 WEST ELEVENTH STREET. KANSAS CITY 5, MISSOURI 
om Py e 

H . Office GENERAL REINSURANCE SLDG Pacific Dept.:610 SO. HARVARD BOULEVARD. LOS ANGELES 5, CALIFORNIA 
400 PARK AVENUE, NEW YORK 22, N. Y. 


Chief Agent for Canada: 360 ST. JAMES STREET WEST. MONTREAL, QUEBEC 








